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SM-240 Leader Schoolmaster. A 
triumph of Leader designing for 
classroom lighting. For mounting 
individually or in continuous rows. 
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ai schoolroom lighting is an important tool of learning. And the 

meecicaer SCHOOLMASTER has really “rung the bell‘’ Here, at last, is 


a classroom fluorescent fixture with no glare, correct intensity and 


even distribution of light. And there’s an optional feature of a built-in 
germicidal lamp that is not visible when the fixture is hung at ordi- 
nary lighting levels. Yes, the Leader SCHOOLMASTER has everything 
for proper schoolroom lighting. 


Only better electrical wholesalers and contractors 
distribute and install Leader fluorescent fixtures. 


LEADER ELECTRIC COMPANY 


0 
mORTH KEDZIE °* CHICAGO 18, ILLINOIS 
HAST FACTORY + 2040 LIVINGSTON ST., OAKLAND 6, CALIF. 
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ELECTRICAL WHOLESALERS — Ads like this are appearing in who use or specify fuses to buy New Economy “Time-Delay” 
magazines with over 200,000 circulation, directing men Fuses and Links from you. Are your stocks complete? 


ATER PROTECTION 







Economy “Time-Delay” Renewal Links 
allow maximum blowing time on start 
ing and overloads within the 135% te 
200% range where most overloads 
occur, thus preventing unnecessary 
blows and costly stoppages. 


” How “TIME-DELAY” Links Operate 


Areas A and B are calibrated to control flow 
of current, so as to meet the maximum of all 
requirements of the “Standard for Fuses”. 


Area A consists of sections or bridges which 
control flow of current to sections C, which 
absorb heat and result in time delay. 


Area C consists of heavy cross section zinc 
to absorb excess current, allowing maximum 
blowing time on starting loads and overloads. 


See your Electrical Wholesaler. 


~> 


SEND FOR NEW CATALOG 





ECONOMY FUSE AND MFG. C0., 277 cneenview ave, chicaco 14, Lunas serssseninstes 
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FRED K. is a manufacturer whose 
plant lighting is inadequate, out-of- 
date. He wants modern lighting in 
shops and offices to boost morale, cut 
accidents, improve workmanship. The 
question is—how to get more light— 


and get it economically. 


OLUTION: The answer to your dilem- 
ma, Fred, is a change-over to General 
Electric fluorescent lamps, scientifi- 
cally installed in the proper fixtures. 
Employees like the soft, cool light. It 
makes work easier. And G-E fluores- 


cent efficiency is easy on the budget! 


















JOHN R. is a production manager in 
a bus body plant. He's got to increase 
output—and the finishing depart- 
ment is one of the bottlenecks. Prob- 
lem: where to get a quick, dependable 
source of drying heat that can be 
easily tailor-made to his present pro- 


duction line? 


SOLUTION; Get in touch with a recog- 
nized infra-red oven builder, John. 
He'll make the equipment you need. 
And be sure to have him equip your 
ovens with G-E industrial infra-red 
lamps. General Electric makes a full 
line—from 125 to 1000 watts—so you 
ean get exactly the right heat for 


your job. 





















Whatever lamps you need 
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STANLEY McD. is a plant superin- 
the 
lighting in his company’s foundry, a 


tendent who’s worried about 


big high-bay shop. He wants to 
double the light on working areas— 
the 
present number of fixtures because 


but he doesn’t want to add to 


maintenance is difficult. 


uTion: G-E mercury lamps are 
right up your alley, Stanley. They're 
ideal where high mounting height is 
involved, because they provide a con- 
centrated light sourcee—only a few 
fixtures are needed to produce plenty 
of light. Better ask your G-E Lamp 
supplier about that 3000-watt lamp! 








..Q-E makes ‘em all 
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MISS BETTY JANE L. is the charm- 
ing secretary of an industrial purchas- 
ing agent. She knows the boss buys 
umpty-ump types of lamps for every 
department of the company—and 
that he hates to dicker with a dozen 
different suppliers to get the lamps 


he needs. 


LUTION: Youll pave the way for 
that next raise, Betty 


the 


Jane, if you 


remind boss that he can buy 
every lamp he needs from one source 
—because General Electric makes em 
all—from standard G-E filament 
lamps to lamps for every specialized 
use. And he can be sure of quality, 
because General Electric Lamp re- 
search is constantly at work to make 


G-E lamps Stay Brighter Longer! 
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It is NO LONGER NECESSARY to operate 277 volt fluorescent lighting 
circuits on ‘‘pepped-up” 125 or 250 volt circuit breakers having 
only 5000 ampere interrupting capacity. Full 10,000 ampere 
interrupting capacity at 277 volts is now required by Underwriters’ 
Laboratories. The new Square D ML breakers, designed for this 
service, are now available to meet these requirements. 

e NY1B panelboards employing these ML breakers in 15 and 20 
ampere ratings are made for either wall or column mounting, for 
277/480 volt 3 phase, 4 wire systems. Both breakers and NY1B 
panelboards are Under- 
writers’ approved. They 





_-——}_ also meet Federal Speci- 
fications WPI131A for 
Class 1 panelboards 

| equipped with circuit 


breakers. 





| @Standard panelboards up 
| to 42 circuits are arranged 


| ny ‘Ni ~=in boxes 20’ wide. Narrow 
| a column type panelboards 


® up to 28 circuits are in 
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boxes 854" wide. 
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Visit Us at The Machine 
Tool Show « Chicago, 
Sept. 17-26 * Booth 678 


‘| 








Write for complete information on NYIB Panelboards . . . 
Square D ComPAny, 6060 Rivard Street, Detroit 11, Michigan 


TEETH ao 


DETROIT. MILWAUKET LOS ANGELES 


SQUARE D CANADA, LTD., TORONTO, ONTARIO « SQUARE D de MEXICO, S.A., MEXICO CITY, D.F. 
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The New T&B Insulated Metallic Bushing now joins the 
complete T&B Line of outlet insulating devices con- 
forming to 1947 Code Requirements. All bear the 
approval of the Underwriters’ Reexamination Service. 
Available from your nearby T&B Electrical Wholesaler. 














T&B "Insuliner" Sleeve converts any 
cable outlet on new or old work, inta 
a ULL. Approved insulated bushing— 





The New T&B Insulated Metallic Sentai d at trifli LA 
a has a built-in moisture proof de lnchal ete Ae Sodio. ap 
phenolic insulator. Bushing is made 


of tough aluminum alloy. Note high 
ribs and deep sharp-cut threads for 
easy tightening. Large shoulder com- 

7&8 Insulating End Bushings are pletely covers knockout. ' 

formed from solid insulating ma- 

terial. They provide a smoothly 

rounded insulated surface, protect- 

ing wires against abrasion and shorts. 

The Thomas & Betts Co. 


INCORPORATED 


MANUFACTURERS OF ELECTRICAL FITTINGS SINCE 1898 
ELIZABETH |, NEW JERSEY In Canada: Thomas & Betts Ltd., Montreal 
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BUY 


*“‘WIRE-NUTS”” FROM 
YOUR WHOLESALER 


. 


EVERYTHING in this powerful, colorful Ideal i D : A L / A. | yr; Th. 


campaign points to you! Every ad, every direct 

mail piece tells buyers that ‘“Wire-Nuts” are (The Solderless, Tapeless Wire Connectors) 
available for immediate delivery through , 
their Electrical Wholesaler. 

It's a big bid for business in a huge, profit- 
able market. Millions of Ideal ‘“Wire-Nuts”’ 
are in use—but the surface has only been 
scratched. Millions more will be used this 
year in the production of electrical goods, new SCREWS ON—like a nut on a bolt! 
construction, remodeling and repair work. Get 
your share of these big-volume sales. Write 
for details of Ideal’s promotion program — 
learn how you too can sell more IDEAL — to Pson er to sell. One simple opera- 

ion makes a better connection of any usual 


“Wire-Nuts” now! combination of wires. Ideal ‘‘Wire-Nuts’’ are 
‘ listed by Underwriters’ Laboratories, Inc., and ap- 
+ ’ ’ 
: Trade Mork Registered U.S. Pot. Off. proved by other leading electrical authorities. 
Patented—No. | 933,555 


Distributed Through AMERICA’S LEADING WHOLESALERS 
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on a Golden “Wedding” Anniversary 


Hazard Armored Cable \ 


With New Bond Wire 








GAASABDS 


IFTY YEARS AGO, Armored Cable first crossed the threshold of the American 

home. This “wedding” of insulated wire and protective flexible steel conduit 
proved to be an ideal match for providing safe, low cost wiring systems for homes, 
business buildings and machine connections in factories. No other cable is more 
familiar to electricians or householders. 


Many improvements in this type of cable have been developed over the years. 
The most recent is bonding, which is now available in Hazard Armored Cable, 
sizes 12 and 14 AWG. A flat, tinned copper or aluminum wire laid lengthwise 
of Hazard Armored Cable maintains intimate contact with every convolution of 
the steel armor and provides permanently low armor resistance. And under the 
provisions of the 1947 National Electrical Code, these two sizes are smaller and 
lighter in weight than ever before because of the new thinner insulation wall made 
of higher grade rubber. 

Armored Cable provides the only available wiring system that incorporates a 
prefabricated cable with steel armor. Simple, quick installations are thus possible 
. . - long, trouble-free performance assured. Write or ask your local Hazard 
representative for Bulletin No. 189 describing all varieties of Armored Cables and 
giving helpful information on proper installation. Hazard Insulated Wire Works, 
Division of The Okonite Company, Wilkes-Barre, Pennsylvania. 








$232 


insulated wires and cables for every electrical use 
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FOR YOUR CHRISTMAS TRADE THIS YEAR 


Sylvania Fluorescent Tree Lights 










NEW LOW PRICE fe | 











DEALERS! e 


stock up NOW 


ADVERTISING TO 
THE TRADE... Sas. 


In October, full-page adver- 
tisements in /lectrical Merch- 


ADVERTISING TO 
THE PUBLIC... 


In November, millions of 





people will see powerful full- 


andising and Hardware {ge yania porescent cunist page color advertising in House 


95 we 


ST oo +4. oe 


sve 





will tell your customers about MOVE FA apne Saas ~ ‘ Beautiful and House & Garden, 
the new low price for Sylvania < ones \ — — ne ose It's hard-hitting advertising 
* Deen we“ = 


Fluorescent Christmas ‘Tree that will rouse the public’s in- 














Lights —a price that means terest bring in additional 
quick turnover for them— Soe Dem: business for both your trade 
profits for you! Eth ae of and you. 
SS SoS 

Remember .. . Sylvania Fluorescent Christmas Tree Lights can be burned indoors or out. 

Complete sets can be obtained from: 

Miller Electric Company, Pawtucket, Rhode Island Royal Electric Company, Pawtucket, Rhode Island 

Leo Pollock Company, 542 West 27th Street, New York 1, N. Y. 
Retailing this year at $4.95... backed by powerful advertising . .. these sets are a sure-fire busi- 


ness-getter. Stock up now! Sylvania Electric Products Inc., 500 Fifth Avenue, New York 18, N. Y. 


SYLVANIASY ELECTRIC 


MAKERS OF FLUORESCENT LAMPS, FIXTURES, WIRING DEVICES; ELECTRIC LIGHT BULBS; RADIO TUBES; CATHODE RAY TUBES; ELECTRONIC DEVICES 
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Webe 


The wise supplier today ... the 
wholesaler of vision, the contractor 
who values his good name . 
will insist on fluorescent lighting 
fixtures of nothing less than the 


LITECONTROL standard. 


Engineered and designed for 
maximum lighting results at mini- 
mum installation and maintenance 
costs. Highest grade materials, 
sturdy construction, full-weight 


metals and top-quality accessories. 


“With an eye to the future” you 


will standardize on LITECONTROL, 


10 






LITECONTROL CORPORATION 


Designers, Engineers and Manufacturers of fluorescent lighting 
equipment distributed dey through accredited wholesalers. 


36 Pleasant Street, Watertown 72, Massachusetts 


LITE CONTROL 


FLUORESCENT LIGHTING FIXTURES 


KEEP UPKEEP DOWN 
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Cable protection — plus Maximum Strength — with 


Penn-Union MULTIFIT Connectors 





\ ? 
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lhe design of Penn-Union Multifit Connectors retains a a re 


the full strength and rigidity of the Everdur bolt. The includes numerous other types 
saddle which provides a wide surface to grip and protect of Tees, Lugs and Straight 
the cable is permanently fastened to the U-bolt; one Connectors, as well as Service 


: oo 7 sat ; C sectors, Bus S$ s, 
piece. The strongest and most satisfactory fitting of this eammetere, Ran Tagger 
; Grounding Clamps, Cable 


type. High copper content alloy; Everdur Nuts and Taps, ote. ote. Experienced 
Lockwashers as well as Bolts. users have found that the 


— en ‘ Penn-Union mark on a fitting 
Each Multifit Connector takes a wide range of conduc- is their best guarantee of satis- 


tor sizes; only a small stock will provide for many needs. factory performance. 
Made in a complete range for cable up to 2,000,000 cm. 


Sold by Leading Wholesalers 


PENN-UNION ELECTRIC CORPORATION ; 







Erie, Pa. 
Canada: Dominion Cutout Co., Ltd., 250 Richmond St. West, Toronto, Ontario 
iE Complete LINE OF CONDUCTOR FITTING 





| PENN-UNION | 


— 


ASH Cage OP 
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And why not? Contractors have learned that Conduit Pipe Products 
mean faster, trouble-free assemblies on every job . . . because they're 
carefully chamfered, properly gauged and perfectly reamed. If you're 
not already stocking the Conduit line . . . get on the band wagon NOW! 






REPRESENTATIVES [IN PRINCIPAL CITIES 


\ 
\PIPE PRODUCTS CO. 


/ COLUMBUS, OHIO 


— 


PIPE COUPLINGS PIPE NIPPLES @— ELBOWS, 90°G-® AND 45° gc 


RUNNING THREAD: PIPE gD GOOSENECKS <=—™)) WALLPLATES 
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C ) You WANT 





Clean—is your first impression of the winding room. Air conditioning, in- 


cluding removal of dust and control of humidity, is important to quality 





Testing—testing—and testing again—every capacitor is produc- 
tion-tested to assure a positive seal. Terminal-to-terminal, terminal-to- 
case, and capacitance tests performed by the above equipment assure 
detection of possible open or short circuits, grounds, and high or low 
capacitance. This testing equipment also segregates the units into four 
capacitance tolerance groups. This is in addition to exhaustive engineer- 
ing and laboratory tests on materials, and life tests on capacitors under 


operating conditions. pe 
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Remember that General Electric puts quality in- 
to volume production by using the most modern 
equipment and methods. 


. . .We know it’s there by testing, testing, and 
testing again each individual capacitor. 


A visit to our Ft. Edward, N. Y., plant would show, far 
better than words and pictures, why G-E specialty capaci- 
tors for fluorescent lamp ballasts are known for quality. 

This modern factory of 77,000 square feet is devoted to 
the manufacture of just one type of capacitor for use with 
fluorescent ballasts. Year-round air conditioning of the 
winding and assembly areas assures cleanliness, humidity 
control, and freedom from conducting particles in the air 
resulting in the best possible winding and assembly condi- 
tions. Other outstanding features include: a continuous 
case-cleaning system; the most modern treating methods 
and equipment; and a continuous degreasing process _ all 
contributing to high-quality volume production. 

Above all is the testing equipment. Improved seal-testing 
facilities make it possible to check every single capacitor 
for possible leaks. Automatic electrical testing equipments, 
developed and built by General Electric expressly for this 
application, pass on the characteristics of each capacitor. 

There are more than ten million G-E ballast capacitors 
in use. Every one —as with all G-E Specialty Capacitors 
has been manufactured under rigid, quality-controlling 
methods. 


Apparatus Dept., General Electric Co., Schenectady 5, N.Y. 
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OLD SEAL TAPE is One tape you can depend on 

never to get “gummy” — never to smear off 

on your hands—no matter how hot it gets. It 

grips tight, forms a firmer, longer lasting bond 
that just won’t let go, winter or summer. 


Furthermore, Gold Seal Tape is stronger, yet 
tears cleanly without tugging . . . and it won't 
ravel or peel. In fact, for a tape to get the job done 
faster and better, Gold Seal is really “hot stuff”. 


With these top quality features to recommend it, 
plus extensive advertising and the prestige of the 
Jenkins Bros. name, you can see why distributors 
and dealers find it pays to handle Gold Seal Tape! 
Jenkins Bros. (Rubber Div.), 80 White Street, 
New York 13. 





YANN 


WAS NA 


x 


PAY 





Jenkins Bros. also make Dia- 

mond Seal Friction and Rubber 

a which meet ASTM and 
ederal Specifications 





ff 


"s Opole A deal Up Lei 


= 
4 FRICTION and RUBBER TAPES 
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Remington Rand bookkeeping 


reduce payroll an 
ee * WS 
administrative costs ANY 


WO 


for electrical wholesalers 


58,000,000 workers in American industry today 
necessitate streamlined and mechanized payroll 
accounting for efficient administration. Whatever 
the size of your organization, deductions for social 
security, withholding taxes, pension plans or insur- 
ance premiums mean that your payroll procedure 


must be accurate, fast, informational and controlled. 


Remington Rand bookkeeping machines pro 
vide the special features to solve your payroll 
problems. Every form you require—payroll regis- 
ter, statement, pay check or envelope, individual 


earnings record, etc., is prepared at one operation. 


Individual, adjustable registers accumulate each 
deduction separately. Cross computing registers 
compute and print the net pay automatically. Com- 


pletely electrified alphabet, numeral and operating 





keys speed each operation. Checks are numbered, 
I I 


dated and “protected” automatically / 





Let your Remington Rand specialist show you 
how this machine works on your payrolls. Write 
Adding -Bookkeeping- Calculating Machines Div 
ision, Dept. EW, 315 Fourth Avenue, New York 10 


MACHINES FOR MANAGEMENT 














Whatever your size... 





206 employees or 20,000 . . . complete electrification 
and balances computed and printed automatically are just two of the many 












Remington Rand features fo help you eliminate waste effort in 
your payroll administration—give you extra facts and figures 
for departmental and management control. 





a 
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oe THESE 
will help you sell 


ee! SANGAMO 


Type KA 
TIME SWITCHES 


par 

















7 ye Cash in on the demand for 
df A i e 
oy. . Sangamo Time Switches that 
will result from this well-planned 
campaign. Check your stock of 
Type KA Switches now and send 
us your order. We will make 


prompt delivery. 
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HIGH EFFICIENCY 
FEEDER @ susoucrt 




















A “? 4 4 
e ron Deft 


VENTILATED TYPE 


FEEDER BUSDUCT 


--. actual tests show less than 
2 volts drop per 100 feet at 
80% power factor. 


Maximum efficiency is the fundamental engineering 
principle of the improved High Efficiency, Ventilated 
Type Feeder @ Busduct. 

Designed and built to meet today’s requirements for 
maximum plant efficiency and productivity, Feeder @ 
Busduct is unexcelled for the transfer of heavy current 
from service entrance to distribution center, from 
generators to switchboards or from switchboards to 
distribution centers. Of even greater importance is the 
fact that voltage loss is reduced to less than 2 volts per 
100 feet at 80% power factor. 

High Efficiency Feeder (& Busduct is made in standard 
10-foot lengths for indoor and outdoor-installations. 
It is available in capacities from 600 to 4000 amperes, 
575 volts and less. 


See your nearest @ District Representative for details, 
or write for our catalog. 


Makers of 


BuSsDUCT SERVICE EQUIPMENT 

PANELBOARDS SAFETY SWITCHES 

SWITCHBOARDS LOAD CENTERS 
ELECTRIC QUIKHETER 


Srank etdam 


ELECTRIC COMPANY 
ST. LOUIS, MISSOURI 
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TOPS FOR ATTRACTIVE STYLING 














ance FOUR QUART 2. 1M 


net ett ies D) HAND MODEL No. 104 
4 QT. SIZE 





soe ee =) 








. 7 a WZ ELECTRIC MODEL No. 404 
> ss 4 QT. SIZE 


ES, here are freezers styled to sell... Made by the 79-year- Conthuning honey demand ferenr 


products prevents us from assur- 





ws ae 
* es, i 


; Pp > » ate nas” ee i ing immediate delivery of all 

old J. E. Porter Corporation they’re America’s first choice tybes of Porter freezers. Mean. 

. , bile, we’ d to send speci- 

for eye-appeal .. . and for price appeal, too... Yet, they’re ee ant de an aie cee 
plete line, with a promise to fill 

unequaled for performance and for long years of trouble-free your orders as fast as conditions 


. . ° permit, 
service... Extra profits are yours, to be sure, with Porter-made 


freezers. 
git Y 
79 \tNs —¢ 


tHE 5. as CORPORATION 
OTTAWA, ILLINOIS 





MANUFACTURERS OF AMERICA’S FAVORITE ICE CREAM FREEZERS 


Export Sales Department - * 201 North Wells Street * Chicago 6, Illinois * > Cable Address: CHASIHO 
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YOU’LL WANT TO HANDLE 
THE FLUORESCENT FIXTURES THAT ARE 










Entire diffusing assembly—translucent 
plastic panels and louvers—is hinged 
to top housing . . . swings down for 
easy cleaning! j 










No loose fastenings to be 
dropped or lost during lamp 
replacement. High tempera- 
ture baked enamel louver and 
reflector wipe clean in a jiffy 







Not a single nut or screw need 
be removed to change starters or 
4 40-watt lamps! 





| = the C-205, 200-watt completely 


Sylvania-guaranteed fixture. Typical of all The C-200 for grocery, variety and drug stores! 
Sylvania fixtures, it’s extremely easy to install Can be surface mounted or available with stems 
and maintain—quick simplified maintenance and canopy for pendant mounting. 


means a great saving in time and money for 
your customers. 

Styling that sells itself is built into every 
fixture. Assure your customers of the tops in 
engineering and quality. It’s easy to sell them 
fixtures that are easiest to maintain, simplest 
to install! Sylvania Electric Products Inc., 500 
Fifth Ave., New York 18, N. Y. 








The C-201 for better sight, better work. For sur- 


face or pendant mounting. For the highest quality 
standard, install Sylvania fixtures and lamps. 


EL | L; RI (C Fluorescent at its Finest! 
FOR OFFICE, STORE, HOME, FACTORY 
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LOOK TO WARE.HI-LAG FUSE FOR PRODUCTION PROGRESS 







HI-LAG , 


- a 
FUSES 


Double Fibre Bridge Assembly 
Increases Strength 10 Times 


WARE HI-LAG Fuses have the strongest, most rigid knife blade 
assembly ever designed in fuses. The two heavy fibre bridges are 
supported by sturdy brass brackets which add greatly to the 
strength of the assembly. These bridge supporting brackets are 
attached to the copper knife blades and contact the entire end of 
links so that current flows through the brackets as well as the 
blades over a large area. Another reason for WARE HI-LAG 
HI-LAG FERRULE Fuse’s cool operation. 
FUSE CONSTRUCTION Perfect alignment is always maintained in this knife blade assem- 
bly with links centered in casing. The links are quickly and easily 
replaced or removed by loosening the nuts and slipping in or out. 
Start selling WARE HI-LAG Fuses today! Give your customers 
. more satisfaction—greater economy with less fuse worries. 
fuse has a heavy brass Regd gas Write for Brochure giving details of all the COOL FACTS, sizes and prices 
into open end ferrule, bridging fuse case. This 


bridge locks link to prevent twisting and cap 
tightens on new center contact. No sagging 


washers or twisted links to cause overheating. APPROVED BY UNDERWRITERS’ LABORATORIES 


IW /A'R: E: others 4450 W.LAKE ST.-- CHICAGO 24 ILL. 
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LIGHTOLIER’S ADVERTISING and 
PROMOTION CAMPAIGN... BIGGEST IN 
DECORATIVE LIGHTING HISTORY... BRINGS 
YOU MORE and BETTER CUSTOMERS! 


Watch for the FULL PAGE in SEPTEMBER HOUSE BEAUTIFUL 


displaying Bel Vista LIGHTOLIERS. 
Feature BEL VISTAS. Your customers will be asking for them. 


Lightolier ads—full page—full color—appear regularly in 


HOUSE BEAUTIFUL, HOUSE & GARDEN, NEW YORKER, INTERIORS, etc. 





THE LIGHTOLIER “CHARM BOOK™ TS BACK! 


20 pages! Life-like color throughout! A better-than-ever selling tool for you! 


Here is the consumer-selling book that means bigger fixture profits for you. It sells 
more and better fixtures—because it shows your customers what a big difference the 
right lighting makes in beautifying their homes. It means bigger sales, more profits, more 
prestige for you. Send for your advance copy of the Lightolier “Charm Book” 
Ask for complete advance information about the exciting new 


Lightolier designs illustrated in it. 





ee ee ey ee ee 
Send me my advance copy of the Lightolier “CHARM BOOK? = [] 
| Send me advance information on the new Lightolier designs. [] | 
: Name Address 
City 2 Zone...... a = — scnieisiaidiabsciravets panageae 
l | 
" >) ‘v ran *, 
l - | 
a DEPT. R3 JERSEY CITY, N. J. ; 
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TRUMBULL ELECTRIC MANUFACTURE 
PLAINVILLE, CONNECTICUT 


FACTORIES AT NORWOOD, OHIO + SAN FRANCISCO + SEATTLE 





IN BOXES 
of 100 


U. S. PATENT NO. 1,933,555 


SOLDERLESS — TAPELESS 


WIRE CONNECTORS 
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Get in on the expanding markets for Solar SCRU-ITS — the fast, eco- 
nomical, easy to use wire connectors. More and more SCRU-ITS are 


! \ being used every day for joining all combinations of solid and/or 
STRIP ENDS $ d stranded wires in all types of electrical equipment. National advertis- 


—_ ing in leading trade papers is helping boost this tremendous demand. 


; 


[ 7," ae j ‘ 
i) SCREW IT ! You make a “more than usual” profit on every sale of SCRU-IT Wire 
Connectors, the fast turn-over item called for by your customers. 
That's because Solar SCRU-ITS make compact joints and give better 
¢) } electrical and mechanical contact without the use of tape, solder, 
flame or tools. 


ED tHars it with scru-its! 
pay a fii . 
Solar SCRU-ITS are packed in convenient quantities of 100 connec- 
. Te r . th ART tors per carton. You make every sale quickly and easily ...and you 
ae 4 5 } 5 é £ pull “repeat” business from your trade. You have no waste, no dam- 
sw i \ be 2, : age, no “dead” stock and your original investment is small. Write 
today for attractive jobber proposition. 
@ Fixtures @ Lighting Devices 
@ Conduit Boxes @ Radio Equipment 
@ Fuse Boxes @ Transformers 


®@ Motor Connections ® Circuit Breakers " DON’T TAPE! DON’T SOLDER! . 


@ Light Switch Boxes ®@ Switch Controls 
@ Outlet Boxes ®@ Automotive Wiring 


MADE IN FOUR SIZES! ig SEND ME FULL INFORMATION 


Available in the following 


sizes: 1B, 3B, 4B & 6B, for & DATA SHEET NO B 8 
joining many combinations § ° a a. 


— solid and/or strand- ; 
| WRITE FOR 
‘SAMPLES & PRICES: “™~ 


Company 


SOLAR ELECTRIC CORPORATION iis 


FACTORY and SALES OFFICES City 
WARREN, PENNSYLVANIA 


August, 1947—ELECTRICAL WHOLESALING 








WYYLYWw—wb 


STEVENS HOTEL 
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. optically engineered to diffuse a flood 
of sunny, glareless light. Certified distribution 
curves and footcandle chart (available 
on request) prove that VIZ-AID meets all 
requirements for clear, restful vision: 


proper intensity « even distribution « freedom from glare 


For maximum lighting efficiency specify the VIZ-AID. 
Designed for two 40- or two 100-watt lamps. U. S. Patent 
Nos. D-138990, D-143641 and 2411952. May we 

send you Bulletin 10-B-1 with complete details? 


Day-Brite Lighting, Inc., 5405 Bulwer Avenue, St. Louis 7, Mo. 
Nationally distributed through leading electrical supply houses. 
In Conode: address all inquiries to Amalgamated Electric Corp., Ltd., Toronto 6, Ont 


EASY TO SEE WHEN IT’S 


VN Gioia gs = 
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PARAFLEX is a non-metallic sheathed cable. That’s elementary. But to get 
the real facts about PARAFLEX let’s break it down into its components: 


a NON-METALLIC SHEATHED CABLE PARAFLEX 








Plus Paranite developed moisture resisting, 
OUTER BRAID flame retarding saturant. 


Plus its careful selection for size to properly 
RIP CORD fill interstices between conductors...and for 
adequate strength to shear the outer sheath. 


~ 


ae — th - 








Plus careful selection of the quality of the 
PAPER WRAPPER paper, which is scientifically treated to 
resist moisture ...wrapped at a carefully 
controlled tension. 


CONDUCTOR BRAID 


Plus the correct tension at all times, insuring 
adherence between insulation and braid. 








RUBBER INSULATION Plus continuous laboratory tests of the 
compound, 


Plus constant analysis of the quality of the 


COPPER CONDUCTORS 
copper...constant check on gauge. 














VP IT LAYS FLAT...WON'T SQUIRM OR TWIST...IT'S CLEAN TO 
HANDLE...1T'S PLAINLY MARKED...IT’S PARAFLEXI 


aseuro  PARANITE WIRE AND CABLE 


WHOLESALERS Division of ESSEX WiRE CORPORATION 
FORT WAYNE 6, INDIANA 








ELECTRICAL WIRES AND CABLES “BETTER THAN CODE REQUIRES” 
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This is one of a 
series of SPANG 
ads which are ap- 
pearing regularly 
in: Electrical Con- 
struction and Main- 
tenance; Electrical 
Equipment; Elec- 
trical West and 
Electrical World. 
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.-e URGE BUYERS TO CONTACT 
their Central Rigid Steel Conduit Distributor 


One message is carried in every Spang you can offer them. In this way Spang 
Conduit ad. It urges buyers to contact helps to maintain a high demand for its 
and keep in touch with their Central products and helps you to build for 
Rigid Steel Conduit Distributor. This the future. 


message is repeated month after month Spang will continue to build for the 
in the leading trade journals read by future by keeping Central Rigid Steel 
your customers. Consequently, buyers Conduit in front of buyers and users of 
are constantly reminded of the services this popular Spang product. 


SPANG-CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPANY 
General Sales Office: Grant Bldg., Pittsburgh 30, Pa. 


District Offices and Sales Representatives in Principal Cities 
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RACO BLNO BOX 


A new bracket on a nationally 
popular box—especially suited for 
Romex. Beveled corners; knock- 
outs are ‘‘Pri-Out” equipped. 


al 
: 
: 











\ 





eS 


ATR 
Vp \ly 


— PRODUCTS 








a 





fou can abony lyon Race 


pea aee kad 












ers 
- spurs, * 
TE OS aS 


ef > tellin 


. +3" bg 
la te gash 1 











RACO Switch and Outlet Boxes 


Profit by the line of least sales resistance! It’s no secret that de- 
signers, architects and electrical contractors—the country over— 
prefer and demand the RACO line. There’s a box and cover, ac- 
curately made and machined, tailored to fit the particular needs of 
every type of installation. Sturdy RACO boxes in their smooth, 


lasting black or galvanized finish, are built to do the job right! 
* * * 


A-S-E STEEL PRODUCTS FOR MANY USES 
STEEL OFFICE FURNITURE - WARDROBE, STORAGE, AND COMBINATION 
CABINETS - CLOTHING LOCKERS + INDUSTRIAL EQUIPMENT FOR FASTER 
MATERIALS HANDLING + FROZ-N-FOOD LOCKERS - ELECTRICAL OUTLET 
AND SWITCH BOXES. 


ALL-STEEL EQUIPMENT, INC., 300 Kensington Avenue, Aurora, Illinois 


A Complete Line of Switch and Outlet Boxes 


PtLeetTEEL EQUIPMENT, INC. 
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What other fluorescent ballasts meet these 
tests? Typical of the care that goes into 
the making of General Electric fluorescent 
lamp ballasts is the testing program which 
all materials—every part, must pass. 

G-E Pyranol capacitors, which provide 
power-factor correction for the ballast, are 
a good example. Every material used in 
these capacitors—from the kraft paper to 
the non-flammable Pyranol liquid dielec- 
tric—is carefully tested. Winding is _per- 
formed in an air conditioned room, under 


controlled humidity. Evacuation is pre- 
cision controlled. Then, every single capacitor 
is subjected to tests for electrical character- 
istics, electrical faults, and possible leaks. 

The care taken in selecting fine com- 
ponents for every G-E ballast is supple- 
mented by six different checks for correct 
operating characteristics, in addition to 
continual quality tests on complete ballasts. 
Finally, each ballast is subject to selection 
for independent testing by Electrical Test- 
ing Laboratories, Inc. 





the ballast you can 


11 and torge 


DEPENDABILITY in fivorescent lighting 


jugust, 


General Electric makes ballasts so you can install them and forget 
them. Their quietness, their ability to assure rated lamp life and 
light output, and their recognized reliability become your silent 
salesmen—to help keep your fixtures sold. Apparatus Department, 
General Electric Company, Schenectady 5, N. Y. 


GENERAL £3) ELECTRIC 


BALLASTS LAMPS STARTERS 
CABLE LAMPHOLDERS 
for 
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FOR TEE OR PARALLEL TAPS 
YOU'LL PREFER THIS O. Z. FITTING 
FOR ITS COMPACT SIMPLICITY! 


Get strong, positive connections — speedily, simply — with this new one-piece 
XTP connector. Without loose parts to drop, anyone can install XTPs properly. 
Merely clamp the hinged jaw over the main and tighten — you've made a per- 
manent connection. Whenever desired, tap can be inserted and tightened in 
any of three directions without disturbing main. 





Other reasons why the XTP is more economical: 


e 25 CONNECTOR SIZES do practically all tap jobs 
Fit over 400 combinations of wire sizes, #8 to 1,000,000 CM 


e SPRING STEEL LOCKWASHERS (tin plated) maintain pressure 
¢ PRESSURE PLATES (non-rotating) serrated for maximum grip 
e HIGH CONDUCTIVITY copper alloy body 


e EXTRA STRENGTH copper alloy pressure plates and hinged parts 


Used for either tee or parallel taps — one typical XTP replaces 32 different con- 
nectors, cuts your inventory to a minimum. Get this time-and-money-saving 
one-piece hinged connector from your wholesaler. Ask for XTP, made by O.Z. 


CONDUIT FITTINGS 

CABLE TERMINATORS 
CAST IRON BOXES 
SOLDERLESS CONNECTORS 
GROUNDING DEVICES 
POWER CONNECTORS 


ELECTRICAL 
MANUFACTURING 


COMPANY 


262 BOND STREET BROOKLYN 2,N.Y 
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Cutler-Hammer Engineered and 
Manufactured to Cutler-Hammer 
Standards of Dependability. 


This new small size Multi-Breaker measures 
only 5” x 7”, yet has 4 poles, with circuit ratings 
of 15, 20, 30 amperes, and has thermal and 
magnetic trip heretofore found in industrial 
type Multi-Breakers. The magnetic trip oper- 
ates instantly on short circuits. The thermal trip 
holds on harmless overloads. 


The two top or two bottom poles can easily 
be connected for double pole circuits by using 
the tie bars provided. 

The Cutler-Hammer MO 4 Multi-Breaker is 
available for flush or surface mounting. It is 
engineered and manufactured throughout to 
world famous Cutler-Hammer standards mak- 
ing it unusually rugged and dependable. 


There is a wide market for the Cutler-Hammer 
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MO 4 Multi-Breaker in new housing of every 
type, stores, homes, offices, factories, schools 
and shops. In some cases the MO 4 canbe used 
as a service entrance switch, in other cases as 
load center protection. Feature and show the 
Cutler-Hammer MO 4 Multi-Breaker at every 
opportunity. CUTLER-HAMMER, Inc., 1327 
St. Paul Avenue, Milwaukee 1, Wisconsin. 
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__ for NUL YOUR TRANSFORMER SUPPLIES 









































Step-Down 
Transformers 
Signaling 
Transformers 





Bell Ringing 
and Chime 


Transformers 


Cold Cathode Lamp Ballasts 


Air Cooled P ssi 
g eer hte Luminous Tube Sign Transformers Cold Cathode Lighting Transformers 





Acme Electric manufactures Luminous Tube Transformers— 
A Cc M E ELE Cc T RI Cc C ° RP .°) RATI oO N Fluorescent Lamp Ballasts—Cold Cathode Lighting Transfor- 
67 WATER ST. CUBA, N. Y. mers and Ballasts—Mercury Vapor Lighting Transformers— 
Radio and Television Transformers—Electronic Transformers 
—-Door Bell, Chime and Signaling Transformers —Safety 
Transformers—Voltage Regulating Transformers—Step Down 
Transformers — Control Transformers — Warp-stop Transfor- 
mers—Capacitor Transformers for Power Factor Correction— 
Air Cooled Power Transformers—Rectifiers. 


ACME ELECTRIC (CANADA) LTD. 


824 Notre Dame St., West Montreal, Canada 











ELECTRICAL WHOLESALING—August, 1947 








47 








Announcing... 


UNDERWRITERS’ 
LABORATORIES 
APPROVAL OF. 








8 AWG Solid Two Con- 
ductor (Twin) RoMarine 


RoPrene 


600 Volts. 


RoMarine - RoPrene 


FOR UNDERGROUND SERVICE ENTRANCE 


ROMARINE-ROPRENE, Rome's new underground cable, 
is now approved by the Underwriters’ Laboratories for 
power distribution and underground service entrances, 
either installed in ducts, or for direct earth burial. 

When your contractor customers call for service 
entrance cable sell them RoMarine-RoPrene. As Type 
USE-Style RR, it is one of the few Underwriters’ 
approved types now available, and can be safely 
installed for all National Electrical Code approved 
600 volt underground entrances. Where there is dis- 
crimination of ownership, pride in a home beautiful, 
the home owner will appreciate the avoidance of 
unsightly overhead wires through your recommenda- 
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tion of RoMarine-RoPrene. 

RoMarine is a long-aging insulation with excellent 
electrical stability in water. RoPrene (Neoprene 
sheath) provides an uniform jacket that resists the 
effects of oil, soil acids, alkalies, and deteriorating 
weather elements. Here is the perfect substitute for 
more expensive, heavier, hard-to-get lead sheathed 
cable. 

Progressively broadening its line of approved 
service cables, Rome Cable now offers Type SD 
(Service Drop); Type SE (Service Entrance) with Type 
RH insulation for increased current carrying capacity; 
and, Type USE (Underground Service Entrance). 


YOR K 


33 












IMMEDIATE SHIPMENTS 
Unlimited Quantities 
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SWITCHPLATES - + + DUPLEX OUTLET 


o 


















No. 102 No. 104 No. 106 
One Gang Toggle Plate Duplex Receptacle Plate Single Receptacle Plate 
Brown $42 per 1000 Brown $42 per 1000 Brown $42 per 1000 


Ivory $50 per 1000 Ivory $50 per 1000 Ivory $50 per 1000 


Heavy molded 
Plastic; double- 
sided contacts; 
plaster ears; designed 

for easier wiring, quicker 
installation. Brown or Ivory. 


























No. 116 No. 118 Onder ; ; ; 
Telephone Plug Plate Blank Plate . shipped immediately after 
Brown $42 per 1000 Brown $42 per 1000 


Ivory $50 per 1000 Ivory $50 per 1000 they are received. 

* Each plate packaged in an indi- 
vidual envelope complete with 
screws. 

¢ Prices quoted are for wholesale 


electrical supply houses and 








jobbers only. 


Samples sent upon request. 








Terms: Less 2%, 
10 days, F.O.B. Los Angeles 





No. 108 No. LIO 
Two Gang Toggle Plate Combination One Gang Toggle PLACE YOUR ORDER TODAY! 
and Duplex Receptacle Plate 
Brown $84 per 1000 Brown $84 per 1000 
Ivory $100 per 1000 Ivory $100 per 1000 








ALL-PLASTIC MANUFACTURING CO. 


501 N. Figueroa Street © Phone TRinity 0851 ¢ Los Angeles 12, California 
Address all correspondence to P.O, Box 2135, Terminal Annex, Los Angeles 54, California 








ELECTRICAL WHOLESALING—August, 1947 




















ed 
le- 
rs; 
ied 
cer 


ter 


di- 
ith 





947 


























n “Lite-Line 40” System Features 
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complete line of slid- ; | 
Me tion iting ‘ ermits og simplifies insertion and removal of a, ap 
Pevunting at any pint along push one end of lamp into the wane | by ten 
os tne an edu es instal- resulting spring pressure push other en tag 
— socket. Spring pressure locks lamp securely 

en position. Lamp cannot fall out. 
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patce apace — creases overall shielding — 
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New 28-page “LITE-LINE 40” Catalog and Lighting Manual Shows 
How to Obtain MORE Productive Lighting at LOWER Overall Cost! 


“Lite-Line 40” gives further impetus to the use of 
continuous lines of light for economical, efficient, 


high level fluorescent illumination of work places. 


For the advancements. embodied in the “Lite-Line 
40” System are designed to make possible even 
greater savings in installation...even easier 
and more economical maintenance ...even 


greater suspension strength and alignment 


SPeeeesepeeeeesn ® 
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rigidity. . . further minimization of direct lamp 
glare ...and much...much easier lamp insertion 
and removal. Further,"Lite-Lines” are now available 
in two reflector widths—Type A (11%”" wide) and 
Type E (13%” wide). 


Complete specifications and design data for 
“Lite-Line 40” System are provided in the new 
28-page bulletin just off the press. Contains 
detailed dimensional data, descriptions and 
illustrations of suspension fittings and charts to 
simplify planning installations and preparing 
specifications. FOR YOUR COMPLIMENTARY COPY, 
write for BULLETIN LS., BENJAMIN ELECTRIC MFG. CO., 
DEPT. GG, DES PLAINES, ILLINOIS. R2413 

















NO, 3007 DELUXE 
SHIELDED 4-LAMP 
LUMINAIRE 

















Viility men know good lighting. You can be sure 
that they buy the best for themselves. Here’s what C. 
B. Gillespie, General Commercial Manager of the 
Missouri Power and Light Co., says about the 
MITCHELL installation in his own company’s offices: 


“During 1946, we installed in our general offices in - 


Jefferson City, Missouri, lighting fixtures manufactured 
by your company. We used 81 No. 3007 four-tube 
fixtures. We obtained 70 to 100 foot-candles in the 
offices and other areas lighted. Previously, we main- 
tained about 21 footcandles of general illumination.” 


“We have found that the efficiency of our office per- 
sonnel has very definitely increased. Qur employees are 
very happy with this new lighting. This is especially 
true in our General Office Engineering Department. 
We no longer hear rumblings of eyestrain and poor 
lighting. The same holds true at our Clinton, Mo., and 
Boonville, Mo. offices where we used 32 and 28 of 
your No. 3011 units respectively. Here, we also 
obtained 70 to 100 footcandles. THE LIGHTING 


General offi 
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Utilities Kuew Geat! 


THAT’S WHY MISSOURI 
POWER « LIGHT CO. 
USES LIGHTING by 











RESULTS HAVE BEEN MOST SATISFACTORY.” 


Distributors and contractors know good lighting 
too. And they know that every MITCHELL in- 
stallation is a clean, simple deal—reputation- 
boosting and profit-building. All around, 
MITCHELL is The Lighting for Better Business. 


Mitchell Manufacturing Company 
2525 CLYBOURN AVENUE, CHICAGO 14, ILLINOIS 
In Canada: Mitchell Manufacturing Company, Ltd., Toronto, Canada 
Far West: Complete Modern Plant and Sales Office at Los Angeles 
Serves the Entire Pacific Coast Area 
1019 NORTH MADISON AVENUE, LOS ANGELES 27, CALIFORNIA 


Better Light 
for 
Better Business 


Makers of Commercial and Industrial Fluorescent Lighting Equipment! 
Store Window Lighting e Spotlights and Floodlights « Desk Lamps « Port 
able Floor and Table Lamps » Bed Lamps « Ultraviolet and Infrared 
Health Lamps ¢ Residential Lighting Specialties. . . Rad-i-Air Germ! 
cidal Units (made by Tru-Air Ultraviolet Products Co.. Los Angeles) 
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BRYANT 3795 
WEATHERPROOF OUTLET 


BRYANT 3797 
WEATHERPROOF CAP COVER 
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BRYANT DEVICES BRING 
ELECTRICAL LIVING 























The out-of-doors has become the new “living 
room” in this age of electrical living. ‘To pro- 
vide adequate electrical service that will be 
unaffected by storms, heat or cold, Bryant 
weatherproof devices assure dependable, year 
‘round service. 

For example, the Bryant 4421 line of flush 
tumbler switches is fully protected from mois- 
ture by a weatherproof rubber mat and a 
cadmium-finish brass plate. It is ideal for 
lighting control on porches, terraces and other 
exposed locations. “T” rated, it is available in 
single-pole, double-pole, three-way and four- 


way types. 


FOR CONVENIENCE USE 


When weatherproof convenience outlets are 
required for outdoor use, these three Bryant 
devices will answer every need. Bryant 3795 
outlet has TO slots and a thread-on cover. 
Recommended for use with this outtet is the 
Bryant metal cap cover 3797 equipped with a 
rubber bushing to make a weatherticht seal 
for full safety in bad weather conditions. The 
popular Bryant 3880 for two-wire service has a 
quick-clamp cover that needs only a quarter 


THE BRYANT ELECTRIC COMPANY il! 


BRIDGEPORT 2, CONNECTICUT [ eaeeu ican 
CHICAGO - LOS ANGELES 


NEW YORK - 


turn to expose the receptacle. 


BRYANT 3880 
WEATHERPROOF OUTLET 
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PITTSBURGH 


STANDARD 





UNDERWRITERS’ 
LABORATORIES, INC. 
INSPECTED 


RIGID STEEL 
CONDUIT 





ATLANTA, GA. 


Fulwiler & Chapman 
702 Whitehall Street 
Telephone: Jackson 2146 


BALTIMORE, 2, MD. 


Electrical Sales Company 
$t South Calvert Street 
Telephone: Calvert 3200 


BOSTON 10, MASS. 


. C. Pierce Company 
241 Purchase Street 
Telephone: Hancock 3112 


BUFFALO 3, N. Y. 


R. W. Mitscher 
Ellicott Square Building 
Telephone: Washington 2517 


CHICAGO 10, ILL. 


J. A. Jaques Company 
450 West Superior Street 
Telephone: Delaware 0191-0192 


DENVER 2, COLO. 
Fred S, Staible & Sons 
2046 Arapahoe Street 
Telephone: Tabor 3991 
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EV AMELED 


METALS COMPANY 


ETNA, PA. 


Agents in Principal Cities 


DETROIT 26, MICH. 
J. J. Miner Company 
535 East Larned Street 
Telephone: Cherry 4105 


INDIANAPOLIS 4, IND. 


Electrical Jobbers Supplies Co, 
404 Merchants Bank Building 
Telephone: Lincoln 2678 


KANSAS CITY 4, MO. 
Searls Brothers 
5447 Holmes Avenue 
Telephone: Jackson 6836 


LOS ANGELES 13, CALIF. 
Alexander W. Bromberg 
440 Seaton Street 
Telephone: Mutual 7087 


LOUISVILLE 2, KY. 
David D. Schneider 
509 Washington Building 
Telephone: Jackson 0733 


MINNEAPOLIS, MINN. 
Ben B. Moore 
334 First Street, North 
Telephone: Atlantic 1281 


ELECTRICAL 


CONDUIT 


UNOERWRITERS’ 
LABORATORIES, INC. 





NEW YORK 17, N. Y. 


Smith & Fetten 
Henry J. Westphal 
295 Madison Avenue 
Telephone: Lexington 2-0731 


SAN FRANCISCO 7, CALIF. 


Electric Agencies, Inc. 
198 Georgia Street 
Telephone: Exbrook 4047 


ST. LOUIS 10, MO. 


Leigh A. Doxsee Company 
4030 Chouteau Avenue 
Telephone: Newstead 6262 


SCRANTON 3, PA. 


Maurice C. Lauer 
318 Miffin Avenue 
Telephone: 4-1717 


EXPORT 


Marianno A. Soares 
Caixa Postal 3933 
Rio de Janeiro, Brazil 


Lionel-Essex International Corp. 
15 East 26th Street 
New York 10, New York 
Telephone: Murray Hill 5-1308 
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THE te oe 
COMPLETE LINE — 
FOR 


OUTLET BOXES 









aes $ aa Ie 
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SWITCH BOXES 





WIRING © 
/, SYSTEM, 


HE AUSTIN LINE holds the solu- 


tion to all wiring problems. . . 


TIME SWITCHES 


YARD LIGHTS 


from the high line to the last outlet 


LUGS & CONNECTORS Material for complete installations 
PORTABLE CORDS that have been designed and made 
for all types of wiring can be sup- 
BAR HANGERS plied from THE AUSTIN LINE. Equip 
yourself now to get your share of 

FRICTION TAPE this profitable business. 


SCREW DRIVERS 


WE SELL EXCLUSIVELY 


e 


REEL ROLLERS 







“lhe U.&b. bustin Company 


NORTHBROOK, ILLINOIS 


FIXTURE FITTINGS 
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. J. 
Borderline \ ision™ 


may be fooling your 
customers! 


@ BORDERLINE VISION takes an expert to 
spot. But just the shade of difference be- 
tween good lighting and not-quite-good- 
enough makes 4 big difference in pro- 
duction. 

The best lighting today pays manufac- 
turers big dividends in sncreased, better 
work — better employee morale—and 
decreased costs. Ever since 1881 Wheeler 
engineers have been paying these divi- 
dends to industry through Wheeler 
Skilled Lighting. Wheeler Reflectors give 


UI HEU lal On We, tre de Of WE 


maximum illumination from standard 
lamps because they control light. Their 
high reflection factor throws shadow-free 
light right on the job. 

The difference between good lighting 
and Borderline Vision is easy to see in 
production figures when Wheeler Skilled 
Lighting is put to work in a plant. 
Wheeler Reflector Co.. 275 Congress 
St., Boston 10. Mass. Also New York 
and principal cities. 

Distributed Exclusively Through 
Electrical Wholesalers 


meth All-Steel Fluorescent Unit 

pelt #8 yh mee or 2 100-watt lamps 

—— oe open or closed end porce- 

aol — reflectors. Broad wiring 

one « accessible enclosed ballast 
ndividual or continuous runs. 


RLM Solid Neck Incandescent Reflector 
Maximum lighting effi- 
ciency indoors or out 

Expertly designed. 

Ruggedly built. Vitre- 
ous enamel only. 
75 to 1500 watts. 


MADE BY SPECIALISTS 


40 


IN 
LIGHTING EQUIPMENT SINCE 


sh Ae 
es 


*Just a shade too dark 


slows down production. 


Just right me 
ans mo 
and better work. * 


REFLECTORS 


SKILLED LIGHTING 


1881 


EL 4 4 4 } Vie) 4 y) é 
E¢ rRi¢ Al WHOI E Al ING August, 1 4 
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[Yow Cont bk th fishing ? 


»—— 


EH 





Then you will ke 
Netiond Elect: Suriace Racenays 
—all with the tamous layin’ principle, 
They Require No Fishing / 





~~, 




















A raceway for every purpose. Lay the wires 
in the base, snap on the capping. 

Smooth, neat appearance. Safe. Approved 
and listed by Underwriters’ Laboratories, Inc. 
Let us send you complete information. 














SOLD THROUGH LEADING ELECTRICAL WHOLESALERS 


National Electric Products Corporation 
Pittsburgh 30, Pa. 















Champion Incandescent and Fluorescent 


Lamps help you get more new lamp 
business and replacement business. With 
Champions you have the right lamps at the 
right price. 

Champion Lamps carn you maximum re- 


turn on this fast-moving, big-volume item 


CHAMPIONS 


Shed New Light on 
Lamp Volume and Profit 








Possibilities for you. Here’s why— 


because Champion production and distribu- 
tion is geared to your needs—lowest cost 
and overhead—no red tape, regulations or 
restrictions. 

You can get the lamp business of accounts 
you've never had before, with CHAMPIONS. 


Why not prove it to yourself. 


Lynn, Massachusetts 


ELECTRIC 


OIVISION OF CONSOLIDATEDO 


LAMP co 
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THERMADOR 
LONGFELLA 


They’ re back again...the famous Thermador Portables! 
‘ ‘ ; LIST PRICE - 
The same high quality, low priced heaters that move (inel. Tax) $4295 


fast...that have been making new friends and extra 


PILE aT 


profits for dealers for many years. Beat the weather- 
man and your competitors to the punch by ordering 


now...before the first cold snap. 


Ke LEAGUES AHEAD 


55k A 
‘Ls 








shor waniiies, Coneubaiait's THERMADOR 
{1 1650 watts; portable, saf , HEAT FAN 
nn al building poby-sie $1495 


Manufactured by 


THERMADOR ELECTRICAL MFG. CO., LOS ANGELES 22, CALIF. 
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EASE OF APPLICA TION 


x \; i 


Ai Correct! —~ 
The right word | 
a for good tap 


be - ACCURATE! yf 
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It’s all the same to Type WMK 


RAINTIGHT and WATERTIGHT © 
Enclosed Safety Switch 


CONDULETS 


*“NEMA Types III and IV 


Safety. Positive interlock prevents opening the 
case unless switch is “off.” Dead front switch 
is held in “off” position while case is open. 


Switches. Quick make and break mechanism. 
Double break, reinforced, positive pressure- 
type blade and jaw construction. Positive 
pressure fuse clips. Combination solder or 
solderless wire lugs. 


Cast metal case. Strong and durable. Four 
sturdy mounting feet. Many possible thread- 
ed hub arrangements for both vertical and 
horizontal conduit. Cover may be padlocked 
to prevent unauthorized entry. Operating 
handle may be padlocked “on” or “off.” 


Permanent lubrication in the threaded oper- 
ating shaft bearings resists corrosion and pre- 
vents the entrance of dust and moisture. 


Horsepower ratings. 2 through 50-H.P. 30, 
60, 100 or 200-ampere. 230-575-volt A.C. 
250-600-volt D.C. 


Nationwide 
Distribution 
Through Electrical 
Wholesalers 


BQ 


CONDULETS 
FLOODLIGHTS 
TRAFFIC SIGNALS 
AIRPORT LIGHTING 


CONDULET is acoined word 


Listed in Condulet Catalog 2500, Section 50, Page 20. registered in the U. S. Patent 
Office. It designates a product 


made only by the Crouse-Hinds 
Our 50th Anniversary Company. 


189; 1947 
CROUSE-HINDS COMPANY 
Syracuse 1, N. Y. 


Offices Birr han Bost Bulfal C C nati — Cleveland — Dallas ~ Denver = Detroit = Houstor Indianapolis 


Ka l : é Milw kee M egy ;—New York — Philadelphia — Pittsburgh — Portland 
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AND YOU CAN HAVE 


ANY TYPE OF OUTLET 


with KILLARK ELECTROLETS 


There’s smooth going and safety on the job with all Killark 
cast conduit bodies—no drag as you draw the wires and 
there’s no danger of stripping insulation because there are 
no burrs or sharp edges. The bevelled conduit stop in the 
hub permits easy passage of wire and protects it from 
contact with conduit edge. 


The exacting electrician appreciates the advantages of 
precision made cast fittings on the job. Oval and rectang- 
ular types for threaded and threadless conduit. For all 
standard receptacle and switch covers. 


Offices and Warehouses: Atlanta, Baltimore, Boston, Chicago, Vandeventer & Easton Ave. 


Denver, Los Angeles, Pittsburgh, San Francisco, Seattle and Syracuse. 


Offices: Cincinnati, Cleveland, Dallas, Detroit, Kansas City, SAINT LOUIS 13, MO. 
Minneapolis, New York, Philadelphia. 


Do you have the 
entire Killark cate 
log of the complet? 
Killark Line? If no! 
send for it. 





why you should specify 


WIRE AND CABLE INSULATION MADE FROM 


for manufacturing, domestic, industrial, and utilities wiring 


le ee cD 


Excellent electrical properties 
Thin coating of insulation 
More conductors in a given space 


Resistance to ozone, wear, sunlight, 
water, chemicals, and most other 
normally destructive factors 


14 colors including NEMA standards 
Ease of handling 


Easy stripping 
Be sure to specify wire or cable insulated with 
Light weight GEON in order to get a// these advantages. Or, 


for information regarding special applications 

A EE aa please write Department K-8, B. F. Goodrich 
ve 

rk cata 

m plete 

? If not 


Chemical Company, Rose Building, Cleveland 
15, Ohio. In Canada: Kitchener, Ontario. 


R F G *» Cc * + A DIVISION OF 
e Be oodrich hemica ORR PAMDY as: co000v comany 


GEON polyvinyl materials ¢ HYCAR American rubber ¢ KRISTON thermosetting resins © GOOD-RITE chemicals 
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ELECTRUNITE E.M.T. MEETS ALL 
REQUIREMENTS FOR SAFE LOWER 
COST WIRING PROTECTION 


@ Safe, economical wiring protection is a vital 
requirement in all types of schools, both large 
and small. That’s why it pays to recommend 
and install Republic ELECTRUNITE E. M.T.— 
the original lightweight rigid steel raceway. 


ELECTRUNITE E.M.T. makes an economical 
raceway system because it goes in quickly and 
easily . . . requires no thread-cutting .. . is 
simple to bend with predetermined accuracy 

. can be used with any standard threadless 
E.M.T couplings and connectors. 


ELECTRUNITE E.M.T. makes a safe raceway 
system because it meets Underwriters’ Labora- 


With modern ELECTRUNITE E.M.T., tories requirements for electrical and mechanical protection. More- 
it’s unnecessary to turn either the out- 


let box or the tubing. A simple com- over, it is approved by the National Electrical Code for exposed, 


pression water-tight box connector concealed and concrete slab construction. 
quickly tightened with wrench or 


pliers—makes strong, tight joints that For complete information, see your nearest ELECTRUNITE 
will not vibrate loose. 


Distributor, or write to: 


REPUBLIC STEEL CORPORATION 
STEEL AND TUBES DIVISION e CLEVELAND 8, OHIO 
Export Department: Chrysler Building, New York 17, New York 





Architects, contractors and electrical 
maintenance men—the men who specify, 
buy and install electrical raceway systems 
—are regularly reminded of modern 
ELECTRUNITE E.M.T. by this and 
similar advertisements appearing in 
PROGRESSIVE ARCHITECTURE, 
ELECTRICAL CONSTRUCTION 
AND MAINTENANCE, AND 
ELECTRICAL EQUIPMENT. 











LIGHTWEIGHT THREADLES S RiGtiobD STEEL RACEWAY 
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_ Pittsburgh Permaflector Fluorescent and Incandescent 
Units are going into more and more of America’s out- 
Standing stores, offices and buildings. 


That is because these standard units produce custom 
lighting results— and offer the added advantages of high 
efficiency, easy installation and minimum maintenance. 





Why not check this superior equipment before planning 
your next lighting installation? 


Rie 


(didi, | PITTSBURGH REFLECTOR COMPANY 


Permatiector? OLIVER BUILDING - PITTSBURGH 22, PA. 


MANUFACTURERS OF FLUORESCENT AND INCANDESCENT LIGHTING EQUIPMENT 
DISTRIBUTED BY BETTER ELECTRICAL WHOLESALERS EVERYWHERE 





Permaflector Lighting Engineers in All Principal Cities 


LIGHTING 
ERMAFLECTOR EQu 
SRG" fOurPmen, 
USE = 





A PERMAFLECTOR PORTRAIT 


ei Max Aren Furs 
tipi. Marks & Simboli, Reg. Architects 


Raphael Electric Co., Elec. Contractors 





| f | y 
has ora) 
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X-Ray view of Electrgmode Portable Heater shows the 
exclusive cast-aluminum Safety-Grid 


O wonder Electromodes are creating a 
sensation wherever they're shown and 
demonstrated. No wonder buyers are choos- 
ing Electromode—the only heaters on the 
market with the Safety-Grid—the exclusive, 
patented cast-aluminum heating element 
that has no exposed hot wires or glowing 
coils ... that won't, can’t cause fire, shock 
or burn! 

Here is the greatest selling feature an all- 
electric heater ever had . . . and only Elec- 
tromode has it! Dealers and wholesalers all 
over the country are cashing in on the 
fact, 
sales for the past year have been the largest 


quality-built Electromode line. In 
in our history. 

Right now, with bigger-than-ever pro- 
duction under way, we're set for another 
record season. Join the profit parade. Sell 


Electromode. 


A GREAT PROMOTION PROGRAM 70 HELP YOU SELL! 


We're ready to back your selling 100°, with a big, 
Month 


after month, Electromode Domestic Heater ads 


soundly-planned advertising campaign. 
will appear in leading national and sectional mag- 
azines . . . including Life, Good Housekeeping, 


Better Homes & Gardens. Parents’ Magazine, 
r 
Holland’s, Sunset and Small Homes Guide! This 
greatly expanded advertising program is already 
under way, and will build to a peak with the ap- 


proach of your biggest selling season. 


Contractors and dealers who handle Electromode 
Industrial Unit Heaters will get the full benefit of 
consistent Electromode advertisingin Business Week, 
Fortune, Modern Industry and many other top 
business papers in the industrial-engineering field. 

And not a bet has been missed to make available 
to you the most complete, up-to-date array of sales 
promotion aids we've ever assembled! Complimen- 
tary Dealer Kit contains samples of literature, 
display material, everything you need to get rolling! 
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A COMPLETE LINE OF HEATERS 
OFFERING YOU. 





PORTABLE ROOM HEATER. A sturd y 
“quality” heater that’s completely safe 
for children. Combines lightness with 





compactness for easy portability in 
home or office. Plugs in anywhere. 





BILT-IN-WALL SMALL-ROOM HEATER. 

(Also shown at right). Easily installed 
i in bath or any small room; requires no 
special wiring. Manual or thermostatic 
control. 





BILT-IN-WALL ROOM HEATER for homes 
or offices. Employs unique Down-Flo 
principle of warm air delivery. Several 
models for different room sizes. 


PORTABLE ROOM HEATER for home and 
office. Gives high BTU output: cir- 
culates warmth by Down-Flo principle. 





STANDARD UNIT HEATER for} industrial 
use. Designed for ceiling or wall suspen- 
sion mounting. One of a complete line 
of Electromode standard and specialized 
industrial unit heaters. 





Uy Cede: HEATERS 


| FLECTROMODE | 


































DEALERS... Get the complete Electromode profit story from 
your Electromode supplier. If you do not know his name, 
write us, Dept. EG-87, and we'll gladly send it to you. 


WHOLESALERS ... Make the most of the heating market! 
This complete line of all-electric heaters—for home, industry 
and farm—offers you many outstanding sales advantages. 


- Write Dept. EG-87 for information. 
ELECTROMODE CORPORATION e 45 Crouch St., Rochester 3, N. Y. 


OF ALL-ELECTRIC | 
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New MAGNETIC STARTER 





THE ARROW-HART & HEGEMAN ELECTRIC COMPANY, HARTFORD, CONN., U.S.A. 
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TRENDS 








Angles on Outlook Three months ago, when 
a flock of rumor-peddling gloom gophers had been 
trying for some time to talk this country into a reces- 
sion, depression or what have you, we let loose with 
some facts and figures that proved that the Nation 
was actually far away from such dire happening. In 
our June and July issues we printed records aplenty 
to prove that those rumors had no foundation in 
facts, and—even as this is being written there is no 
indication that we are hitting an economic toboggan or 
are in peril of doing so at any moment 

Such being the case, the rumor mongers have 
concluded that, if we aren’t going to hit the skids, we 
must surely be headed for the opposite extreme, and 
so gloom talk has turned into boom talk and now our 
inevitable fate is going to be inflation—so they say. 

Of course we have had a mostly painless sort of 
mild inflation for the last 2 or 3 years. And to help 
us along on that road President Truman told the world 
some time ago that wages should be boosted higher 
still and at the same time he prescribed that prices 
should be lowered. Then, more recently, and pre- 
sumably to make sure that his formula might have 
a chance to demonstrate its mystic power, he has 
vetoed the tax reduction bill twice, ostensibly to keep 
inflation away. But despite all this, the rumors persist, 
and it’s inflation that we are expected to be worrying 
about right now. 

Well, let's forget all about the rumors for the moment 
and see what the chances are for business during the 
next 12 to 18 months, as indicated by current trends 
and records. 

Building, particularly residential building, was ex 
pected to account for a large slice of that long-prom 
ised post-war boom. The boom did not materialize 
in 1946. It has not yet gained enough momentum to 
make 1947 do much better than 1946, BUT—pro- 
duction of key building materials is ranging well ahead 
of 1946. Rigid conduit, fittings, brick, lumber and 
flooring again scored increases in output during May. 
The distribution pipelines gradually are being filled. 
All in all, the last half of 1947 should see residential 
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building gain momentum and in spring 1948 it should 
hit the stride that was expected—2 years earlier. 

Industry's Capital Expenditures are running this 
year at the rate of $21 billion and in that have con 
tributed substantially to the magnificent business rec 
ord that 1947 is piling up. Shortages have retarded 
a free expansion of activities in this field and there is 
no indication that 1948 will see a slackening in pace. 
With a freer flow of materials and chances for greater 
productivity of labor at no higher cost, it is not un 
likely that a good many projects, now tucked away 
in the iceboxes of industrial management, will be 
taken out, dusted off and handed over to the contrac 
tors for execution. It’s quite possible that capital 
expenditures in 1948 may beat that healthy 1947 
score, 

Farm Business shows no inclination to take a tumble 
at this writing. Prices on some farm products re 
cently hit new highs, from which some receding 
appears inevitable. Still, total farm cash income for 
1947 should come near the predicted $30 billion mark 
and that will mean a lot of spending which will give 
momentum to 1948 business. 

Yes, we admit that these angles may be attacked 
in various ways. Nevertheless, we can see no greater 
danger of inflation now, than we could see a “reces 
sion” six months ago. Business and particularly cet 
tain basic industries like steel, lumber, cement, auto- 
motive, are straining every facility to gain a notch or 
two on demand that is one hundred percent genuine. 
There is no longer any “pumped-up” demand hidden 
away in current figures and the reported demand for 
houses, appliances or other consumer-capital goods is 
genuine. The country still needs and wants plenty of 
them and has the money and will buy when the price 1s 
right. When the price is wrong, the public knows it 
and defers buying until later. 

All in all—it seems to us that what might look like 
signs of inflation to some is merely the aching and 
straining of a great nation that is trying to get adjusted 
to supporting an economic structure involving a peace 

(Continued on page 57) 
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Now is the time to sell those bright Westinghouse 100-watt bulbs and three-way lights. 
Now is the time to sell cartons of lamps for filling those empty sockets and for furnishing 
handy spares in the weeks ahead. 


t BE SURE TO GET THE BACK-TO-SCHOOL DISPLAY KIT 


Here’s the kit that will help you cash in on this natural market for lamps: 
i 1 Window streamer in full color. Big compelling 16 x 55-inch size. 


‘s, 


6 Card toppers slotted to fit standard card frames. Use them also for self-standing 
displays and for window displays. 


| Set of “back-to-school” pennants. 


6 Lapel badges or light twirls that tell your customers, “Don’t forget light 
bulbs.” 


1 Set display-ty pe price tickets, 3 x 5 inches. 


. Sad 


| Set display-type price tickets for promoting carton sales, 3 x 5 inches, 
| Excise tax card showing the new tax schedule. 


PLAN NOW TO TIE IN WITH THIS PROMOTION 


Just fill in and mail the coupon below or call the Westinghouse lamp distributor 
who serves you. Lamp Division, Westinghouse Electric Corp., Bloomfield, N. J. 


ORDER YOUR DISPLAY KIT NOW 


Westinghouse Electric Corp., 
Lamp Division, Bloomfield, N. J. 





Please send me the Free Back-to-School Display Kit. 
Tune in Ted Malone Monday NAME. . 
through Friday 11:45 AM EDT 
American Broadcasting Com- 
pany Network, 


COMPANY. . 
ADDRESS 


* ; ZONE STATE... 
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He gets the FATTEST envelope 


YOUR PAYMASTER never sees him... he never signs the pay- 
roll. . . but Inadequate Wiring, the industrial jinx, draws 
big money. 

Week in and week out, overtaxed, overextended, obso- 
lete wiring can tax plant efficiency 25 to 50 percent without 
detection until a major tie-up occurs.* 

To remove this costly imposter from your payroll, call in 
your plant power engineer, your consulting engineer, elec- 
trical contractor or utility power salesman. These men can 





find his finger prints anywhere in the plant. sass 











*WIRE AHEAD, 


preventive maintena the sympt 







of nadequate wiring ...and presenting 





plans for anticipating electrical demand, is 





now available on request. Address Adver- 





tising Department, 25 Broadway, New 
York 4, N.Y. 





ANaCONDA ANACONDA WIRE AND CABLE COMPANY 
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(Continued from page 53) 
time National income of $175 billion and an employ- 
ment record of nearly 60 million workers who are 
averaging a bigger take-home pay in their pay en- 
velopes than was ever recorded in the world. 
As far as we are concerned, we'll be glad to take 
more of the same. 


* 


No Power Shortage [Heard all too frequently 
in various circles is the rumor of widespread shortage 
of electric power. Here and there the prospects of 
impending rationing of power have been discussed. 

Scotching those rumors is a_ statement recently 
issued by no less an authority than Charles E. Oakes, 
president of the Edison Electric Institute in which 
Mr. Oakes says: 

“Although the early postwar growth of demand for 
electricity has exceeded expectations and has nar 
rowed the industry’s margin of spare and reserve ca 
pacity, all customer demands will be met in 1947 and 
in the years following. 

“The utility industry’s tremendous construction 
program which was started immediately following V-] 
Day, with an unprecedented total of more than 11 
million kilowatts to be installed over the next four 
years, is now beginning to show results. 

“About 2 million more kilowatts of capacity will 
be added during the remainder of this year to the 
present total of 40% million kilowatts now in service 
in electric company generating stations. Another 
3,450,000 kilowatts will be installed by these com- 


> = 


panies in 1948, 3,700,000 kilowatts in 1949, and some 


2 million kilowatts in 1950. 


“New industries are continuing to be connected and 
served by the power companies. Nevertheless, the 
increase of load during the past two months has been 
somewhat less than the normal increase for this sea- 
son of the year. Next year scheduled additions in 
generating capacity will exceed by a considerable 
margin the expected load growth in nearly all sections 
of the country. This will be the case to an even 
greater extent in 1949.” 

Might as well settle down to doing the best possible 
selling and servicing job because a real power shortage 
ain't going to exist as an alibi for poor performance. 


* 


Small Home Pattern [In its quarterly publica- 
tion the Federal Housing Administration reports that 
over half of the families that built or bought homes 
last year under the FHA plan, had incomes of less 
than $3,500. 

The average valuation of new FHA-financed homes 


was $6,545; the mortgages averaged $5,553 or 84.8 
percent of valuation; monthly payments averaged 
$46.06. 

The report points out that the rise in family in- 
come is reflected in the percentage of new homes 
financed for families with less than $3,500 income, 
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which stood at 84.1 percent in 1940 and had dropped 
to 54.4 percent in 1946. 

This means that over 35 percent have graduated 
into higher income brackets. Not bad. 


* 


Who Will Be the Bosses in 1974? The high- 
ly respected advertising agency of N. W. Ayer & 
Son, Inc., of Philadelphia, some weeks ago pub- 
lished an interesting and inspiring advertisement in 
newspapers, which read as follows: 

“Young men back from war wonder about the 
country’s future and their own future. What will 
they be doing 27 years from now. 

“The 143 top men who manage 50 of the nation’s 
largest businesses can help answer that one. 

“Twenty-seven years ago, most of them came back 
from a war, too. 

“All of them, after the war or before, began their 
business careers at the bottom. 

“One started work for $1.50 a week—11 others 
for less than $5 a week; 43 others started work for 
less than $10 a week. 

“81 others received between $10 and $25 a week. 

“Only 7 received more than $25—the highest get 
ting paid $69.23 a week. 

“The average first wage of all 143 was $13.40 a 
week, 

“Who will manage the nation’s largest businesses in 
1974? Exactly the same kind of men. 

“Then, as now, they will be leaders with courage, 
ambition and initiative enough to come up the busi- 
ness ladder, rung by rung. 

“Neither the men and women in industry nor the 
money in industry can be effective without good man- 
agement. Nothing else is so important to the workers’ 
welfare, the investors’ welfare, or the public welfare.” 

Keep this in mind when you think that you are being 
pushed around. Honesty, initiative, hard work and 
plain guts still pay off—just as it always did. 
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@ Today ... as a nationwide survey 

shows ... Noma is the greatest name in 
decorative lighting—25 to 1. Why? 

Because Noma sets the pace! 









| 3010—7 light To the ever popular Noma color 
indoor Berry Bead outfit 
—Has Add-on connec- 
tor . . . fastens upright 
to branch of tree se- 


curely. 


lights and the always profitable Noma 
holiday decorations . . . Noma de- 
signers have added the newest thing 

in Christmas lighting—clever, colorful 


110—8 light Series loop type Noma Bubble-lites. 


ovtfit — Tri-plug connection 
with open outlet for attach- 


ies eaten cate. Alive with bubbling action... Noma 


Bubble-lite sets and Bubble-lite table 
trees are a selling sensation. Backed 
by the greatest promotion cam- 
paign in Noma history . . . Noma 
Bubble-lites lead the way to 










120-_athe Point Sar—Cam- the new and greater 


plete with cord and plug. Light 
it—and the points are gay 
with glowing Christmas red. 


profits for Noma dealers. 





Angel. Silver wings and 
dress. Hidden cardboard 
cylinder makes if easy 
to slip over top of tree. 


Wz aay ix i he : E , 198— Artistic Candolier. 
BUBBLE . 4 , e : pc asaleep et 
P _ ) 2 quipped with lamps 

L i T E S and halo device give 








beautiful glow effect. 
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509—Noma Bubble-Lites—Nine shimmering crystal clear can- 
dies of bubbling light, set in colorful plastic bases. Complete- 
ly wired. Hos special clip to make attachment? to tree easy. 







3415—15 light Straight line outfit—Wires 
in multiple ... has Add-on connector 
. lamps burn independently 
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with the greatest demand 








Bubbie-lite Candles for 
in sets already in hands 
public. Each one with spe 
clip device. Clever, color 
alive with bubbling actios 
they sell on sight! ; 













Noma Bu bt | Tree—The fas- 
cinating new table tree says a 
Merrier Christmas. Completely 
wired, mounted on sturdy 
attractive ivory base. 
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Two Great Plants =—-To Serve You Better 


The newly added Fall River, Mass., fac- 
tory —250,000 sq. ft. of manifacturing 
space. 


oe 





ain plant 
s,™ 
ood, Winsis, 900 $q- 


During more than 30 years of unsurpassed per- 


formance, users of Jefferson Electric Transformers 
have come to place complete reliance in their fit- 


ness for each particular application. 





Jefferson Power ae Transformers The Fall River plant addition—put in operation 
ore ai cc gq and can > mounte 

ot « point where 115 volt current in i e - e 

ts required in late ’46—insures still greater output. This with 


the greater use of latest types of machinery and 





equipment and control of. materials and manu- 


Jefferson Fluorescent Lamp Ballasts 

son Senos tne sallines quilt, aela facture of all parts to final assembly assure the 
operation and long life perfc rmance; 

for use wi all commor used lam . . . . . 
chair naarnae Fria uniformity of quality on a quantity basis that has 





always distinguished Jefferson Electric products. 


Expanding output, with a greater supply of vital 





raw materials will make it possible to meet your 








Jefferson Fuses are made for 

every service in both renewable . 

Tae cocaine “ani iia requirements better than ever before. JEFFERSON 
provide maximum protection with 

ere ELECTRIC COMPANY, Bellwood (Chicago Sub- 





JEF E ER ¢ ON | urb), Illinois. Iz Canada: Canadian Jefferson Elec- 


tric Co., Ltd., 384 Pape Avenue, Toronto, Ont. 





60 ELECTRICAL WHOLESALING 





August, 1947 














47 















8 


60 





WITH WHOLESALERS SALESMAN 











§00 = 


w 
w 
i) 








450 











> 
o 
o 





attain Silla rtaith duit <aifitith Liil 





covets 350 





TETPTTTT pode ae ee ak aes 
wn 
o 
i 





E— 300 





jet 


250 


= 








The figures we use as basis for these monthly 
comparisons of performance in the electrical whole- 
saling field are collected and compiled by the Bureau 
of the Census of the U Dept. of Commerce, 
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Business Index 
For the Month of May 1947 


he May panel of electrical goods wholesalers 
reporting to the Bureau of the Census included 365 full 
line wholesalers, 139 wiring supplies-construction ma 
terials distributors, and 96 — appliances-specialties 
wholesalers—600 firms with sales totaling $105,629,000 
for the month. Sales for the panel as a whole were 
unchanged from April, but they were up 108 percent 
compared with May of last veai 
Considered by class of house and comparing May 
with April, full line wholesalers sales were unchanged, 
wiring supplies-construction materials distributors re 
ported an increase of 2 percent and appliances-special 
ties wholesalers a gain of 4+ percent. Compared with 
May a year ago respective increases of 120, 50, and 
percent were recorded by the three classes of houses 


For the first five months of 1947 sales of electrical 
goods wholesalers were 123 percent above the level for 
the corres nding months in 1946 estimates by the 


| 
Othce of Business [conomics, United States Depart 


ment of Commerce placed wholesalers sales at $1,2 


O/, 
OOO OOO as against $569,000 000 recorded for the same 
period last year. Sales for the same period in 1939 
totaled only $293,000,000,) In making comparisons over 
a period of time, however, it should be remembered that 


all data in the report are unadjusted for price changes. 


J | iT f Aa Inventories of electrical goods Whole 
salers, valued at cost, continued to rise, being up 35 pet 
cent over April. This follows an April over March 
gain of 6 percent and continues the inventory upswing 
which started about 15 months ago It may be inte 
esting to note that the 5 percent inventory gain from 
\pril to May occurred at a time when sales remained 
unchanged. Measured in terms of weeks’ supply cun 
rent stocks are on a level with pre-war 1939. If meas 
] 


ured in dollar value, however, they are far above those 


eld during any previous period. 


1h 


tN Returns of 543 wholesalers indicated 
a slightly longer collection period than for May a year 
go. Currently the coilection period 1s approximate ly 


Cs I 
? 


days compared with 31 days as recorded for May, 
1946. The collection period for pre-war May, 1939, 
Was approximately 36 days. 
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How to get power 
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without pull 


OWER follows cranes, hoists and portable tools like a well- 
trained pup when BullDog Industrial Trol-E-Duct goes t 
work in your plant. 


That’s why we say you can get power without pull from this 
modern, flexible system for electrical distribution. Eight ounces 
is all it takes to move current-collecting ball bearing trolleys 


along the continuous slotted duct. 


Conductors are safely enclosed in a sturdy steel casing to remove 
the menace of accidental contact. Hazards of long, dangling 
extension cords are gone, also. 


Cuts Your Maintenance Costs, Too! 


Because trolleys can tap power from every inch of the duct, 
the need for rewiring or adding new fixed outlets to accommodate 
production changes is completely eliminated. And because rigid 
bus bars insure uniform contact pressure, dangerous arcs and 
resultant breakdowns are prevented—a major saving in main- 


tenance costs. 





Besides the advantages of safety, efficiency and economy, 
BullDog Industrial Trol-E-Duct has 100-percent salvage value 
if plant alterations call for relocating the system. 


Call a BullDog Field Engineer today and let him show you a 
BullDog installation near your own plant. Or, if you prefer, 
simply write BullDog direct and we'll send descriptive folders. 


* + * 


BullDog manufactures Vacu-Break Safety Switches—SafToFuse Panelboards—Superba and Rocker Type 

Lighting Panels—Switchboards—Circuit Master Breakers—''lo-X"’ Feeder BUStribution DUCT—"'Plug-in’’ 

Type BUStribution DUCT—Universal Trol-E-Duct for flexible lighting—Industrial Trol-E-Duct for portable 
tools, cranes, hoists. 


BULLDOG 


ELECTRIC PRODUCTS 
COMPANY 









“ 





DETROIT 32, MICHIGAN. FIELD OFFICES IN ALL PRINCIPAL CITIES. 
IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO 
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Electrical Wholesaling BIJSINESS INDEX 





REGIONAL ANALYSIS MAY, 1947 iy 


Figures in this table apply to the geographic divisions 





as outlined and numbered in color on map above § 
| P EGIONAL sales trends, May compared with April, 
were mixed, with four divisions reporting modest D 
increases, four reporting slight decreases and one, the SALES INVENTORIES : 
Kast North Central states, showed no change. Sales May 1947 May 1947 ' of 
trends trom April to May ranged from increases of a! in  voge pa ng — m Jo with ” 
7 and & percent for the Mountain and East South pri a soe ey | 
Central ie to a decrease of 7 percent in the New 1947 1946 (See Map) 1947 1946 > = 
ngland and West North Central regions. All divi —] + 93 | | +137 s 
sions reported gains over May, 1946, with increases +6 + 108 2 +! +152 
from 93 percent (New England) to 115 percent or more 0 +107 3 +9 +162 
in the Mountain, East South Central and South —/] +105 4 +9 + 168 4 
\tlantic states. +4 +128 S ~~ +'8! om 
Considered by geographic division and comparing 7 yet - ; be an 
May with April, electrical goods wholesalers in the 47 Tits 8 Ht Tote Fe 
New England, Middle \tlantic and last South ( entral fall + 98 9 +9 +171 } Bid, 
states reported no change in value of holdings. The i 











other regions reported increases ranging up to 9 per 
cent im the North Central and Paciiic regions. All 
geographic divisions reported substantial gains ever 





May, 1946. cent; and appliances-specialties wholesalers, up 5 per 
Valued at cost. and comparing May with April, cent. Compared with May a vear ago the increases for 
stocks of full line wholesalers were up 5 percent; wiring — the three classes of houses were 178, 97 and 116 percent 





supplies—construction materials distributors, up 4 per- respectively. 















SOURCE lhe figures we use as basis for these monthly — ing field are collected and compiled by the Bureau of 
comparisons of performance in the electrical wholesal- the Census of the U. S. Dept. of Commerce. 
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LOCATIONS 
with APPLETON 


Don't run the risk of costly explosions and fires...in chemical 
plants, oil refineries, hospital surgeries and other hazardous loca- 
tions... when it is so simple a matter to provide a wide margin 
of safety with Appleton Explosion-Proof Fittings. 

Rugged, heavy-duty Appleton Explosion- Proof equipment— 
made of tough malleable iron—assures safe, dependable, efficient 
operation. The complete Appleton line, which includes Dust-Tight 
and Vaportight fittings and fixtures as well as Explosion-Proof, 
offers exactly the right fitting for every job. All conform to exacting 
code requirements, are approved by Underwriters’ Laboratories. 


Sold Through Electrical Wholesalers 
APPLETON ELECTRIC COMPANY 


1734 WELLINGTON AVENUE 2 CHICAGO 13, ILLINOIS 
Branch Offices: NEW YORK, 50 Church Street « DETROIT, 7310 Woodward 
Avenue e CLEVELAND 1836 Euclid Avenue ¢ SAN FRANCISCO, 655 Minna 
Street e ST. LOUIS, 420 Frisco Bldg. © LOS ANGELES, 100 North Santa 
Fe Avenue « ATLANTA, 724 Boulevard, N.£.¢ BIRMINGHAM, 6 N. Twenty-first 
Street e MINNEAPOLIS, 305 Fifth Street, S. © PITTSBURGH, 414 Bessemer 
) Bldg. «© BALTIMORE, 100 E. Pleasant Street © BOSTON, 10 High Street e¢ 

DENVER, 1509 Seventeenth Street « PHILADELPHIA, 1017 Cherry Street. 
Resident Representatives: Cincinnati, Dallas, Kansas City, Milwaukee, New Haver 

New Orleans, Seattle 
Export Representatives: International Standard 
Electric Corp., 67 Broad Street, New York 4, N. Y. 


SEND TODAY... The complete Appleton 
line of more than 15,000 items is fully 
described and illustrated in the big Apple- 
ton Catalog. Gladly sent on request to any 
user of electrical fittings. 


: | A.- P D 


INDUIT FITTINGS +» OUTLET AND SWITCH BOXES + EXPLOSION-PROOF 


Exposed Hot 
Terminals Impossible ~ 
Switch cannot be 
thrown “ON” until) 
polarized plug is 
completely inserted 
and all terminals fully 
engaged. Plugcannot 
be withdrawn until 
switch is “‘OFF.’’ 
Appleton Type 
**FSQX"' Dead-End 7 


Receptacle and Type | 


10 IMPORTANT 
APPLETON FEATURES: 


1. Heavy, unbreakable, malle- 
able iron body—one piece. 

2. Finest quality, quick-make- 
and-quick-break switch. 

3. More than ample clearance 
between live parts of switch 
and body— roomy, easy to wire. 
4. Switch easily accessible— 
wiring heavily bead-insulated 
—terminals soldered. 

5. Deep-threaded aluminum 
cover, locked in place by spe- 
cial, tamper-proof set-screw. 
6. Simple, sturdy interlocking 
device for positive safety— 
completely housed, won't jam_ 
7. All contacts, including 
ground, must be fully engaged 
in order to operate switch. 

8. Polarized. 


9. Tight threaded cover, with 
rubber gasket. 

10. “FP” plug with cable grip 
and weatherproof nut. 





FITTINGS + REELITES 





size § 






/ 


/ 
From Ya H. P. to 100 H. P. 


dependable motor,control by 


FEDERAL NOARK 


/ 
/ 












Executive Offices: 50 Paris Street, Newark 5, W. J. | 
Hartford, Conn. + Newark, W. J. 
St. Lowis, Mo. + L. 1. City, WY. 


Federal Electric Products Company, Manufacturers of a Complete Line of Electrical Products including: 
Motor Controls + Safety Switches + Service Equipment + Circuit Breakers » Panelboards + Bus Duct 


Plants 


66 ELECTRICAL WHOLESALING—August, 1947 


























“Jack” North Honored For 
Electrical League Work 


Silver Anniversary Luncheon sponsored by officers and directors of 


Cleveland League pays tribute to J. E. North, league president for 


the past twenty-five years, for outstanding contributions to industry 


LEVELAND-J. E. “Jack” North, 
president of The Electrical League 
of Cleveland and general sales managet 
of the Cleveland Electric Illuminating 
Co., was honored with a Silver Anni 
versary Luncheon here recently as a 
tribute to his forty years of service to 
all branches of the electrical industry and 
twenty-five years as president of The 
Electrical League of Cleveland. 

The luncheon, which was sponsored by 
the directors and officers of the Cleveland 
League in the Grand Ballroom of the 
Hote! Statler, was attended by over 450 
league members, leaders in civic affairs 
and prominent men in the electrical in 
dustry from all over the country. 

Mr. North entered the electrical in 
dustry as a sub-station operator with the 
Dayton, Springfield & Urbana Railway 
Co. From then until he became associated 
with the Cleveland Electric Illuminating 
Co., Mr. North was a superintendent of 
electrical construction and later salesman 
for the Robbins & Meyers Co. of Spring 
field, Ohio, and a power salesman and 
later sales manager for the Springfield 
Light, Heat & Power Co 

In 1919 Mr. North moved to Cleve- 
land to join the Cleveland Electric [llum- 
inating Company as trade relations rep- 
resentative. He became interested in the 
Electrical League of Cleveland and drew 
up the first promotional program for that 
group. In 1920 he was elected as director 
of the league. Later he became treasurer, 
vice president and finally, president, a 
position he has held since his first elec- 
tion. Under his leadership the Electrical 


League of Cleveland became one of th 
foremost leagues in the country. 

He aided in the organization of elec 
trical leagues in many other cities and 
developed much of the techniques of 
league operations. He was elected the 
first president of the International A; 


sociation of Electrical Leagues 


James H. McGraw Award 


In 1933 Mr. North was awarded the 


James H. McGraw Medal and Purse for 
Cooperation “in recognition of his dis 
tinguished contribution to the advance 
ment of cooperation in the electrical in- 
dustry.” 

The citation given with the award paid 
tribute to Mr. North’s outstanding record 
It reviewed his success in inaugurating 
programs for the Cleveland League, in 
inspiring and aiding the establishment 
of other leagues and in encouraging the 
“harmonizing of national policies, in the 
tive branches of the industry, for the sup 
port of electrical league operations in 
the building of a greater popular demand 
for the uses of electricity.” 

During the years of the depression, 
Mr. North, “recognizing the demoralizing 
influence of unemployment on the per 
sonnel of the industry, organized courses 
in electrical merchandising and business 
management, to which high school stu 
dents were invited, and set up classes in 
demonstrating and selling for housekeep 
ers, unemployed men and women and 
sales people from local stores. Hle con 


ducted seven cooking schools, ten electric 





“JACK” NORTH (left), president of The Electrical League of Cleveland, 
was honored with a Silver Anniversary Luncheon upon completion of his 
25th term as the league’s president. One of many tributes to Mr. North was 
the presentation of an illuminated silver scroll by L. T. Blaisdell, vice 
president of the league and commercial vice president, General Electric Co., 
on behalf of the Cleveland League. 
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C J, fluorescent Virden is not 


only serious but highly interesting. Here 
are two sweet Virden fixtures that are 
definitely earmarked—"“ possibilities unlim- 
ited”. Their beautifully clean lines — their 
perfect adaptability to every conceivable 


VIRDEN VALUE 


— eae J. y a 


situation, are not the result of accident. 


They spell Virden value at all points. 


See your Virden wholesaler. 


SEE OUR EXHIBIT 
STORE 
MODERNIZATION 
SHOW 


JULY 7 to 12 
niral Poloce 


Grond 
NEW YORK CITY 








This complete Pendant fixture No. VF-8440-P illustrated is de- 
signed and constructed for individual mounting . . . and is an 
assembly of the following Kits: VK-744 Basic Chassis, VK-440 
4-L1. Shield, VK-300 Twin Stem Pendant. 





This row of Continuous Pendant fixtures is an assembly of the following 
total Kits: 3—VK-744 Basic Chassis, 3—VK-440 4-Lt. Shields, 3—VK-200 
Single Stem Pendants, 2—VK-600 Spacer Couplings . . . as indicated by the 
cut-off illustration, it can be added to indefinitely. 


John C. Virde 
ta ath ih stg) it ARURD tebe 
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home demonstrations, a lecture bureau, 
a series of exhibitions, a drive on modern- 
izing electrical wiring and equipment and 
campaigns of advertising and selling to 
intensify the appeal of electricity to the 
domestic, commercial and industrial mar- 
kets.” 
Speakers 

Speakers who paid tribute to Mr. 
North during the luncheon included: 
Mayor Thomas A. Burke of Cleveland; 
Mayor William C. Dunlap of Cleveland 
Heights; W. G. Hills, president, Interna- 
tional Association of Electrical Leagues 
and managing director of the Electric 
Institute of Washington; O. C. Small, 
manager, Business Development Bureau, 
N.E.M.A.; H. L. Martien, King of the 
“Old Timers;” L. D. Cleverly, a trustee 
of the Electrical Maintenance Engineers 
Association, Cleveland 

William Ganson Rose, one of the orig- 
inal incorporators of the Cleveland 
League served as toastmaster at the 
luncheon. L. T. Blaisdell, vice president, 
The Electrical League of Cleveland and 
commercial vice president of the Gen- 
eral Electric Co. presented Mr. North 
with a silver-framed illuminated scroll, 
a testimonial to him from the officers, 
directors and members of the organiza- 
tion. 

W. L. Howlett, a vice president of the 
league and branch manager of the West- 
inghouse Electric Supply Co., presented 
Mr. North with a silver electric clock 
from the officers and directors of the 
Cleveland League. 

One of the highlights of the Silver 
Anniversary Luncheon was the announce- 


ment of the establishment of a J. E. North 
Award. The announcement, which was 
read by Mr. Blaisdell, said that: “In ap- 
preciation of the imagination, vision, 
enthusiasm and leadership of its presi- 
dent, J. E. North, The Electrical League 
of Cleveland has established the J. E. 
North Award, to be presented annually 
to an employee of a league-member com- 
pany for outstanding contributions to the 
electrical industry. 

“The purpose of the Award is to 
stimulate initiative and creative thinking, 
and to acknowledge meritorious per 
fermance which advances the manufac 
ture, sale or use of electrical products, 


devices or services.” 


Production of Wiring 
Devices Reaching Peak 


WASHINGTON—A recent bulletin 
issued by the Office of the Housing Ex 
pediter reported that the upward produc 
tion trend of four out of five critical elec- 
trical wiring devices showed a general 
levelling off during the months of April, 
May and June. The statement was based 
on monthly reports to the Office of the 
Housing Expediter by manufacturers o1 
wiring devices. 

According to the OHE bulletin, pro 
duction of connectors continues its rapid 
advance. Convenience receptacle produc- 
tion in April showed no increase, while 
toggle switch, lamp holder and box pro 
duction rose slightly over March. Pro 


duction increases are anticipated for cor 
nectors, toggle switches and conveniencs 
receptacles, in May and June, but di 
creases are expected for lamp holders 
and outlet, switch and receptacle boxes 

Output of all items except lamp holde: 
is still short of national requirement 
With regard to lamp holders, however 
certain types, such as pull chain and key 
less porcelain, continue to be scarce, th 
report said. 

The acute shortage of connectors and 
certain items in that category has heen 
eased by a sharp increase in the produc 
tion of such items. 

Most manufacturers told the Office of 
the Housing Expediter that shortages of 
raw materials continue to be the prime 
factor restricting production of electrical 
wiring devices. Specifically mentioned by 
the manufacturers were shortages of 
steel, phenolic resin molding compounds 
and components such as screws. 

Reports also indicated that almost half 
of the producers are still working more 
than 40 hours a week and a few working 
more than one shift in the effort to meet 
production quotas and reduce backlogs 
of unfilled orders. 

Based on the manufacturers’ reports, 
OHE said that the scheduled production 
in June for devices was as follows: Tog- 
gle switches, 6.6 million; convenience 
outlets (receptacles), 6.9 million; sockets 
(lampholders, lamp receptacles, medium 
screw base), 16.6 million; outlet, switch 
and receptacle boxes, 11.1 million; box 
onnectors for metallic sheathed (“BX’’) 
and non-metallic-sheathed (“Romex’’) 
cable, 14.0 million. 








WHOLESALERS from New York State who recently attend- 
ed a 2-day program at the General Electric Lighting Institute, 
Nela Park, included: Seated, left to right, E. A. Jones, Havens 
Electric, Albany; H. M. Long, L & K Electric, Binghamton; 
H. 1. Knickerbocker, L & K Electric; Harry Huff, manager 
of G.E.’s Empire Sales District; D. A. Hughes, Langdon & 
Hughes Electric, Utica. Standing: L. R. Perlee, Havens Elec- 
tric; James Britt, G.E.’s Empire Sales District; J. E. Carroll, 
Graybar Electric, Syracuse; Jack Royce, Graybar Electric, 


Rochester. 





ARRANGEMENTS for the visit by the New York whole- 
salers were made by the General Electric Lamp Department's 
Empire Sales District, Buffalo. In the photo above: Standing, 
left to right, Henry Chanon, G.E., Nela Park; P. D. Parker, 
manager of General Sales Division, G.E. Lamp Department; 
Leo Meagher, Gould-Farmer Co., Syracuse; George Waller, 
Clark-Witbeck, Schenectady. Seated: M. M. Yafee, Glen 
Falls Electric, Utica; Robert Jordan, Empire Sales District; 
George Kehoe, G. E. Supply Corp., Niagara Falls; Paul 


Davis, National Sales Co., Rochester. 
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— BUBBLE LAMP SET IN THE 
S— SMARTEST, MOST EFFECTIVE DISPLAY BOX 


ROYAL 


ROYAL ELECTRIC CO. Inc. PAWTUCKET * RHODE ISLAND 


YOU EVER SAW ... IN FULL COLOR 








ORDER FROM YOUR WHOLESALER NOW 
FOR FALL DELIVERY 
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1000 Attend Wholesaler’s 
Anniversary Celebration 


More than 1000 people from all parts 
of the country visited St. Joseph, Mis- 
souri, recently to participate in the 50th 
anniversary celebration of the American 
Electric whole 
1897 by its 
Reid and the late E. L. 


Company, an electrical 
saling firm established in 
president, L. E 
Platt. 
History 

In the spring of 1897 Mr. Reid and 
Mr. Platt opened their business as elec- 
trical contractors under the name Amer- 
ican Electric Company. 
Reid 
a small stock of lighting fixtures, elec- 
trical wiring supplies, motor winding and 
electrical repairs.” The business was not 
exclusively electrical since Mr. Platt, who 
was unfamiliar with the electrical busi- 
ness, took on a line of typewriters. 


“Our electrical 


business,” Mr. says, “consisted of 


At the end of the first five years the 
business had outgrown the building which 
it occupied. The two men remodeled what 
had been a livery stable and moved into 
the new quarters. Here the typewriters 
were dropped and Mr. Platt devoted his 
time to lighting fixtures 

In 1907 the company incorporated for 
$50,000 with Mr. Reid as president and 
Mr. Platt as secretary. After ten years 
in the second location American Electric 
once again found its quarters too small 
and had to move to a still larger place 

In 1926 Mr. Platt died quite suddenly. 
Mr. Reid purchased his interest 
Mr. Platt’s 


business. 


from 
widow and carried on the 
In June, 1927, Mr. Reid leased 
the five-story building at 116-118 North 
Fourth Street, the present location. When 
this building was occupied the company’s 
space was about tripled. 

Following 


closely on the expansion 





PRESIDENT L. E. REID (arrow) and The American Electric Co. played 
hosts to 1000 guests at the recent 5OQth anniversary celebration of the com- 
pany in St. Joseph, Mo., and Wichita, Kansas. Two-day celebration featurine 
G.E. “House of Magic” and an electrical supply show at the main house in 
St. Joseph was followed by a two-day program at the Wichita branch. 


move into the Fourth Street building, the 
company in 1928, opened another whole- 
sale house in Wichita, Kansas. Inspired 


by its vigorous parent company the 
Wichita division outgrew its quarters, too 
The company bought ground in Wichita 
and early in 1947 started construction of 
which is now nearing 


a new building 


completion. This is a modern structure 
with 25,000 square feet of space, all on 
one floor. 
Needing more room at home, the par- 
ent company, in the spring of 1946, pur- 
building adjoining 
north. At the 


purchased the building it 


chased the five-story 
its own building on the 
same time it 
into one 


the wall 


had been leasing. All was mad 


big building by cutting through 


This gave the advantage of two elevators 
and sufficient room for expansion. Thi 
buildings have a‘depth of 140 feet and a 
total frontage of 81 feet 


Celebration 


The 50th anniversary celebration con- 
program in St. Jo 


Wichita. Both 


Electric 


sisted of a two-day 
seph and two days in 
programs featured the General 
“House of Magic” and at 
show. W. J. 


sentative for the 


electrical trade 
Rasmussen, district repre 
Electric Ap 


addre SS¢ d 


General 
pliance Division, Kansas City, 
American Electric dealers and guests on 
An address of 
welcome was given the visitors by Mayor 


H. D. Allison 


“Niodern Merchandising.” 





Store Owners Jam Show 
To See Modern Lighting 


Retailers show keen interest in ways that modern store lighting 


ean help sell merchandise at the first Store Modernization Show. 


Capacity crowds attend clinic sessions to hear lighting experts 


EW YORK—Th 
QOO store owners and dealers at the 
first Store Modernization Show recently 
held in Grand Central Palace here, was 
an indication of the 


attendance of 22,- 


great interest that 
owners of commercial establishments are 
showing in redecorating and 
their stores. 

The consisted of 
leading manufacturers of commercial 
fixtures and lighting, store equipment and 


relighting 


show displays by 


furnishings and a series of clinic sessions 
designed to assist the store owners in 
making their modernization plans. 
attended the 
sessions which were divided into six dis- 
Modernized Store Lighting: 
Modernized Customer Comfort; Modern 
ized Store Layout; Modernized Display 
and Fixturing; Modern Use of Materials 
and Modernized Store Fronts. 

Stanley McCandless, professor of light- 


Capacity crowds clinic 


cussions: 
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ing, Yale University, addressing the store 


lighting clinic, suggested that modern 
store lighting take a cue from the theatre 
and accentuate things which should be 


seen while placing things not to be seen 


in the shadows 


C. M. Cutler and Carroll L. O’Shea, 
lighting engineers, General Electric Co., 
pointed out in their talks that modern 


lighting can serve the merchant in three 


distinct ways—by attraction, appraisal 


attraction the met 


and atmosphere. By 


chant invites shoppers into store, 


shows various departments and the kind 
of goods sold. The appraisal part of a 
lighting system gets quick and accurate 
buying decisions. Atmosphere in lighting 
develops a distinctive character which is 
certain to impress the customer with the 
store by providing stimulation and inter 
est—it will influence the customer to like 


the place, to stay longer and come back 


(Continued on page 100) 


71 

















RG eR aie oes ’ 
Kiang Os ye 


2 


3 


D STATZ3S 


aT ee bond 
os 
- 





And Laytex (Type RU) is no ordinary wire. In physical and electrical 
properties, no other branch circuit building wire can compare with it. 

Not only that, but Laytex is smaller in diameter than any other rubber 
insulated building wire. This means that in re-wiring, each conduit can 
hold more circuits—a wire man’s dream come true. 

Laytex (Type RU) is insulated with laminated walls of 90% unmilled, 
grainless natural rubber. The conductors are perfectly centered in this 
homogeneous sheath, thereby avoiding any chance of thin spots. 

Scientists of United States Rubber Company have carefully compounded 
Laytex so that it is lighter in weight, easier to handle and install. The 
saturated cotton fibrous cover is flame-retardant and moisture-resistant. 


COMPANY 
New York 20, N. Y. 


STATES RUBBER 


Rockefeller Center . 


UNITED 


1230 Avenue of the Americas + 
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SAFETY FACTORS THAT PUT 
'// QUT IN FRONT 


BULL'S 
EYE 


The cenductor is 
on dead center 
throughout every 
inch of the wire. 


ELEPHANT 
INSULATION 


Laminated walls of 
tough natural rub- 
ber insulation mean 
Laytex is safe. 


SMALLER O.D. 


Allows more cir- 
cuits per conduit 
than in ordinary 
wire. Lighter 
weight. 
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ELECTRICAL WHOLESALING 
in MEMPHIS 


Those MEMPHIS electrical wholesalers know their territory, know their customers 


and know just how to make the best of their opportunities and their salesmen get 


the backing for building high “batting” averages in the way to orders-in-the-book 





EMPHIS electrical whole- 
salers today appear to be 
rolling along at a $40,000,- 
Mo per year gait, four times that 
of the pre-war volume and they are 
looking forward to some more of 
the greatest years they have ever 
known in the sale of electrical sup- 
plies and appliances. 
TVA and REA are making the 
tri-state area covered by the Mem- 


By Ernest W. Fair 


phis wholesalers electrically more 
prosperous because they are boom- 
ing the use of electricity. New indus- 
tries have been flocking into the 
area in large numbers; the city of 
Memphis alone had 80 new indus- 
trials come in last year. The area 
represents one of the fastest grow- 
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ing markets in the nation for elec- 
trical supplies and appliances. The 
effective gross buying income of the 
city of Memphis alone is now esti- 
mated at $467,507,000 annually. 
Appliance saturation in the area 
covered by the wholesalers, which 
includes western Tennessee, eastern 
Arkansas and most of the state of 
Mississippi, is estimated at approxi- 
mately 7.2 percent on electric ranges, 
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Electrical wholesaler Davis says this sign brought 175 people 
to his store in the first week. 
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MEMPHIS—Past and Present 
By W. R. Herstein 


Pioneer Memphis electric wholesaler, student, philosopher, 

philanthropist, a fine gentleman and a good friend; always 

active in electrical industry affairs and particularly in NEWA‘s 

predecessor the ESJA; first “jobber” to receive the James H. 
McGraw Medal and Award 


YOUR letter of June 30 was a welcome breeze from the past. Although it has been 
18 years since | retired from the electrical business, the best years and the best 
friends of my life hark back to the days of my business activities. Your Subscription 
Department can tell you that | was for many years and still am a subscriber to 
“Electrical Wholesaling.” | go through each issue carefully; have watched the growth 
of the Association, and am particularly interested in the columns of personal notes, 
occasionally saddened by the obituaries. Like your other friends, | have taken pride 
in your own successful development of your magazine, and | congratulate you upon 
your achievement. 


When this writer arrived in Memphis in January, 1904, the organization whose 
service he entered as bookkeeper, the Electric Supply Company was the only electri- 
cal wholesaler in the city. The business of that company ran principally to contracting 
and the sale of lighting fixtures. With one traveling salesman in the territory, it was 
just entering the business of wholesaling. 


After a year's time, it became evident that contracting and wholesaling would not 
make a satisfactory mixture. Thereafter, it adopted the program of "Wholesale 
Only." In 1923 the Electric Supply Company merged with Wesco Supply Company 
of St. Louis and subsequently became a unit of the General Electric Supply 
Corporation. 


Memphis in 1904 had a population of 110,000. This population has now trebled, 
with a consequent increase in the number of wholesalers, contractors and retailers. 


Through the concerted effort of the local electrical interests, the Memphis Electric 
League was formed about 40 years ago, and is now the oldest continuous trade 
organization in the city. It has been active and prosperous. In its ranks every branch 
of the electrical industry is represented, and it has been a coordinating as well as 
cementing agency which has the enthusiastic support of its members and in which all 
their personal differences are submerged for the good of the industry. 


The League has engaged in many civic enterprises, and is recognized by the news- 
papers, the municipal government and the public in general as a qualified authority 
and leader in everything pertaining to the use of electricity in this city. It is safe to 
say that in no other American city is the spirit of cooperation and mutual respect 
more cordially observed. 


So far as can be noted by this writer, the electrical wholesalers of Memphis are an 
up-to-date, progressive group, and each is reaping a generous reward for the service 
he renders the community. 


Since retiring from active business life. | have engaged in many various enterprises 
here. After returning from the six months’ European tour with my wife and daughter 
in 1930, | was President of the Memphis Chamber of Commerce until 1933, President 
of the Memphis Rotary Club in 1933-34 and Governor of Rotary District No. 140 in 
1938-39. During all that time and up to the present, | have been active in Red Cross 
affairs. From 1940 to 1944 | was a loafer. Taking advantage of this fact, some of 
my friends formed the Memphis International Center in 1944 and dragooned me 
into becoming Executive Director, which job | still hold, although | work only half a 
day, giving the other half to my six-year-old grandson. 














W. E. Barnes, manufacturer of residential lighting fixtures, 
also carries electrical supplies. 


46 percent on refrigerators, 5.2 per- 
cent on washing machines, 6.9 per- 
cent on vacuum cleaners, 3.2 per- 
cent on electric water heaters, 2.2 
percent on electric ironers and .50 
percent on air conditioning. 

Memphis wholesalers estimated 
for this reporter that 45 percent of 
the new electric customers have 
never had an opportunity to buy 
appliances because they were con- 
nected after 1942 when appliances 
had gone to war. 

The percentage is almost as great 
on electrical supplies and _ installa- 
tion materials because _ electrical 
service became available to so many 
consumers in this area when only 
bare necessities were obtainable. 
(There has been an 80 percent in- 
crease in residential and rural elec- 
tric customers in the area since 
1939.) 

New industry throughout the area 
has been increased by some $50,- 
000,000 in the last fifteen months 
and retail sales have leaped 135 
percent above the figures for 1939. 

The area indeed offers an oppor- 
tunity for every branch of the elec- 
tric light and power industry and 
Memphis wholesalers are gearing 
their operations to handle the mar- 
ket. There are no fears of recession 
in this area for a long time to come 
in so far as electrical wholesalers 
are concerned unless the sources of 
supplies coming into the area should 
suddenly dry up. 

Shipments have been coming into 
the area in fair quantities, though 
nowhere near the demand point. 
There is plenty of “no name” 
branded merchandise available in 
the trade but these items are moving 
very slowly both on demand by con- 
sumers and by dealers. Contractors 
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The Graybar Electric branch handles over 60,000 electrical products from 300 manu- 


facturers for the Memphis area. 


and dealers are becoming more and 
more canny about buying and 
stocking electrical supplies and ap- 
pliances of hitherto unnamed brands 
or little known brands. 

There is as yet little or no prob- 
lem whatever in merchandising 
standard brand merchandise in the 
Memphis area today and electric 
ranges, electric washers, electric wa- 
ter pumps and refrigerators of well 
known makes are very short of de- 
mand, Assignments to the Mem- 
phis area, wholesalers claim, have 
been very modest since the turn of 
the year. 

The electrical wholesalers 
cover a radius of about 150 miles 
from Memphis in the tri-state area 
previously mentioned. During the 
war salesmen covered the area sole- 
ly as a matter of routine without any 
particular schedules. There will be 
no expansion of territory in the im- 
mediate future, we are told, because 
such a move would bring about 
overlapping of territory with other 
wholesalers in cities such as Nash- 
ville, Little Rock and New Orleans 
and the present territory covered 
by the Memphis wholesalers is be- 
lieved to be all they will have the 
merchandise to handle for many 
months to come. 

Wholesale salesmen are now mak- 
ing their territory every two and 
three weeks and covering approxi- 
mately 150 accounts on each trip. 
Territory allotments here are based 
on number of accounts rather than 
on any given geographical area and 
all wholesalers contacted expressed 
a preference for this method stating 
that it enables salesmen to do a 
better job of handling each individ- 
ual account. 

Most of the Memphis wholesalers 


local 


pay their salesmen on a basis of 
a drawing account against commis- 
sions. Expenses and car allowances 
are paid. These have been increased 
about 33 percent since the pre-war 
period. Salesmen are assigned defi- 
nite quotas and there is no compen- 
sation given when these quotas are 
exceeded. 

Nor are many salesmen paid par- 
ticular bonuses for pushing slow- 
moving merchandise such as the off- 
brand items now in the warehouses 
of most Memphis wholesalers. 
Neither is there any price cutting on 
these over-stocked or slow-moving 
items. Wholesalers are depending 
on extra sales effort on the part of 
their salesmen to move these stocks. 
There was some opinion that prices 
may have to be cut to clear them in 
the long run but until every other 
means had exhausted there 
would be no deliberate price-cutting 
even on slow moving items. 


been 


Prices on everything are holding 
up in the Memphis area and are at 
a par with prices in other sections 
of the country. Shortages have been 
so acute that not even the smaller 
and newer firms in the area have 
shown any indication to enter into 
price-cutting; dealers as well as 
wholesalers in the Memphis area 
are definitely set against beginning 
this method of moving merchandise. 

There is definitely a shortage of 
good salesmen and almost every 
house in Memphis can use one or 
more additional men who know 
their business. They are meeting the 
shortage by individual training pro- 
grams within the organization. All 
of these are of an informal nature 
and are based on individual handling 
of each new man. 

Salesmen are generally started at 
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the bottom with most of them be- 
ginning their experience in the com- 
pany’s warehouse. The company’s 
branch manager or sales manager 
supervises the progress of such men 
personally as they learn the busi- 
ness from the ground up and they 
receive their training as they pro- 
gress through the organization. 

When they first start out on the 
road they are accompanied by an 
experienced salesman until found 
fully qualified to sell on their own. 

Most of the salesmen in the area 
have found that once more they 
must devote ample time to not only 
obtaining a better understanding of 
their merchandise but to studying 
the practical use and application of 
all items. 

“It’s like this,” one salesman ex- 
plained to us, “in the past our firm 
didn’t give much of a darn whether 
we were equipped with a knowledge 
of application or not; all we had to 
do was be good salesmen. Today 
it’s a lot different—we have no 
other choice than to do our best to 
become experts in all phases of the 
electrical business. 

“The reason is that there are so 
many new people in the retailing 
and contracting end of the business 
with so little knowledge of what to 
do that we have to supply it to them. 
Today a man not only has to be a 
good salesman but he has to be an 
electrical expert as well.” 

Salesmen are meeting this prob- 
lem by devoting as much spare time 
as they can find off the road to study 
of electrical merchandise and meth- 
ods. 

It is a house policy widely prac- 
ticed in the Memphis wholesale 
trade that salesmen must spend each 
month in the warehouse, some of 
their time in study of manufac- 
turers’ literature and service man- 
uals and in technical trade journal 
articles. The result has been a boom 
in technical electrical books in the 
area as salesmen seek to arm them- 
selves with more and more “know 
how” in the application and use of 
the merchandise they are selling. 

This is also resulting in definite 
plans by wholesalers to provide 
not only better training for their 
salesmen but for their dealers as 
well. More and more dealer confer- 
ences are being held in Memphis 
and more and more literature is be- 
ing prepared for their use. 

Each wholesaler has his own 
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The new home of the Graybar Electric, Memphis, Tennessee, 
is shown above. 


plans as to how he will handle this 
dealer education problem and most 
of them 
what 


reluctant to discuss 
planned to do; they 
wanted to try their ideas out first. 
But we did 
plans to know 
clude: 
(a) More 

Memphis at which appliances and 
supplies will be 


were 
they 
such 


learn enough of 


that they will in 
dealer meetings in 
and 
explained and which sessions will 
be conducted along “school” lines. 

(b) Weekly 
men to replace the old “pep 
talks” with “know 
how” by factory representatives and 


demonstrated 


meetings of sales 
sales 
discussions of 
practicing tradesmen 
(c) Better business aids for sales- 


experience 


men to use in putting these messages 
over to their customers; printed 
matter, set-up units, etc., will be em- 
ployed, 

(d) Some direct-mail campaigns, 
chiefly through the use of dupli 
cated material, to pass along all fac 
tory information to dealers in non 
technical and easy-to-understand 
language 

The biggest part of the job, whole 
salers agreed, will fall on the sales 
men themselves however: in their 
man-to-man contacts with their cus 
tomers and in the salesman’s ability 
to handle any and all problems which 
may confront the customer whether 
he be dealer or contractor. 

Wholesalers are planning more 
selling of training and knowledge 
of how to do the job and how to get 
it done to their customers. Electrical 
engineers, 


lighting specialists and 
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1t Memphis GE Supply, they are planning more and more 


effort toward selling farm electrical equipment. 


individual specialists are to be added 
to the jobbers’ staffs to give advice 
and show how “to get the job done.” 

This type of additional 
which is now in the stage of imme- 
diate future planning by some Mem 


service, 


phis electrical wholesalers, will pro 
vide for the use of these experts re- 
cruited from the industry in general 
and from the local area, at 
meetings, at salesmen’s regular get- 


sales 


togethers and actually on tour out 
over the territory. 

They are now making a deter- 
mined effort to find out to what ex- 
tent the salesmen themselves can do 
this missionary work and the point 
where the limit of their ability or 
time is reached will be the one where 
those more expert instructors will 
begin to do their jobs. It is an in 
teresting step in wholesaling of elec- 
trical supplies and appliances which 
will bear watching as it develops in 
the future. 

Wholesalers 


little buyers’ 


that there is 


resistance of 


report 
any sort 
to present day prices on either sup 
plies or appliances, either from the 
ultimate consumer or from dealer 
contractor. 

‘There’s too damn much lack of 
selling though,” observed one whole- 
saler when we discussed this point. 
own men—they are not 

still 
war is on. I think 
one of the biggest problems jobbers 


have to face today is getting this at- 


“Take my 
selling as they should hey 


seem to think the 


titude out of their good salesmen: 
it has to be done. 


Either those salesmen who still 


have such ideas because there are 
still remaining a good many short 
to be replaced soon or 
develop a different frame of mind. 
Some of our men are doing the lat- 
ter; we may have to replace others.” 

There are several electrical whole- 
salers doing business in Memphis 
today. These are William E. Barnes 
Co., 1944 Madison Avenue; The 
W. B. Davis Electric Supply Com- 
pany at 661 Jefferson Avenue ; Gen- 
eral Electric Supply Corp., at 500 
South Front Street; Graybar Elec- 
tric Company, Inc., 484 South Front 
Street; Orgill Bros. Co., 36 West 


have 


ages, 


Calhoun Street; Reichman-Crosby 
Co., 223 South Front; Tennessee 
Valley Electric Supply Co., 357 


Madison Avenue, and the Westing- 
house Electric Supply Company at 
366 Madison Avenue. 

At present there appears to exist 
little or no “sniping” in the elec- 
trical wholesale business in Mem- 
phis; retailers are straight retailers 
make no effort to job on the 
side or sell at discount prices. There 


and 


is very little mail order business be- 
cause dealer-contractors prefer to 
deal with the established houses who 
have won this goodwill through a 
program of service and help to deal- 
ers over a period of years—a pro- 
cram that long ago became an es 
sential part of their method of doing 
business. 

No new wholesale firms have been 
established in the field during the 
past year, none are contemplated 
insofar as could be ascertained, and 
there have been no recent failures. 
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Illustrated above is the main house of the Orgill Bros. & Co., 


Memphis, Tenn., established in 1847. 


The electrical wholesale business in 
Memphis is fairly well set and estab- 
lished. Present jobbers are fully 
capable of handling the needs of 
their area and it is extremely doubt- 
ful that any new firms will be estab- 
lished for some time to come. 

Nor is there any complaint of 
outside 
the territory by wholesalers in other 
major Territory 
lines have more or less become defi- 
nitely established over the last ten 
years since all jobbers throughout 
the southern found it 
wiser to concentrate on their own 
territories rather than running up 
their expenses by attempting to em- 


serious competition from 


southern cities. 


states have 


brace parts of other territories, that 
cannot be served economically from 
Memphis. 

This situation is 
itself in that 


remarkable in 
borders of territories 


of Memphis, Little Rock, New 
Orleans and Nashville wholesalers 


are fairly clear-cut and well estab- 
lished in the trade. It is a_ policy 
that has evolved over a long period 
of time as the natural result of 
events rather than due to any form 
of agreement, and it was aided ma- 
terially by policy of territorial di- 


by major man- 


visions as established 
ufacturers ago. 

The Electric Supply 
Corporation in Memphis is housed 
in a new plant constructed during 
the last year. This building includes 
all modern construction and safety 
features and has laid out in 
conformity with long-established 
principles. The Memphis branch is 


years 
General 


been 


The Reichman-Crosby Co. of Memphis claims the firm is now 


experieicing the greatest business in its history. 


planning more and more effort to- 
ward selling farm electrical equip- 
ment for this is an almost virgin 
field in the Memphis tri-state area 
and the activities of TVA are help- 
ing to build an extremely lucrative 
market. 
Reichman-Crosby 
ficials told us that 
periencing the greatest business in 
the history of the company and they 
also pointed to the immense future 


Company of 
the firm is ex 


of electricity in the area because of 
TVA and REA developments. 

The Graybar Electric Co. branch 
at 484 South Front Street is under 
direction of E. H. Fohrman as op 
erating manager and handles over 
60,000 electrical products from 300 
manufacturers for the Memphis 
area. 

The W. B. Davis Electrical Sup 
ply Company at 661 Jefferson is 
one of the local jobbers whose in 
stitution growing fast. 
Davis is an ardent believer in out 


has been 
door sign advertising for jobbers. 
He contracted for the sign shown 
in the accompanying illustration to 
West Memphis for 


three years; the first week 175 peo- 


be placed in 


ple came into the firm’s offices and 
commented on the sign. He 
has ten other such signs, all placed 
on the left hand side of the roads 
coming into Memphis and believes 
this is the best kind of advertising 
a jobber can use. He has two city 


now 


salesmen and four in the territory 
and plans to increase this to three 
in the city and eight in the territory 
immediately. Davis is also a great 
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believer in long distance telephone 
calls. He personally calls every im 


portant account once a week sug 
gesting specific items the house has 
just received, 

“That has increased my business 
100 percent over what it was before 
[ put the telephone plan into prac 
tice,” he told us. 

lifteen William FE. 
Barnes sold his hardware business 
and 


years 


ago 


began an electrical wholesale 
business specializing in lighting fix- 
tures for the next three years. Then 
he and his wife started a separate 
department for the manufacture of 
high class residential lighting fix 
tures, chiefly of 
The continued 
functioning as an electrical whole- 


( olonial design. 


firm has however 
saler but its major sales emphasis 
is on its own lighting fixtures. 

Its chief business-getting method 
is through liberal use of government 
penny post cards which are sent to 
both dealers and prospective home 
owners. When home builders make 
purchases these are always handled 
through the dealer involved so that 
there is no competition of the plant 
with its Dealers gaye en- 
their 


dealers. 
couraged to send 
directly to the 
of fixtures and electrical supplies 


customers 
plant for purchases 


and materials. 
The surface has been barely 
scratched in the electrical field in 


the Memphis tri-state area; whole 
exception believed 
they were in for an extended period 


without 


salers 


of the greatest business prosperity 
they have ever known. 
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At the First Annual Store 
Modernization Show, held 
in Grand Central Palace, 
New York, July 7 to 12, 
1947, prominent lamp and 
lighting equipment manu- 
facturers emphasized mod- 
ern lighting as the insep- 
arable MUST, if moderni- 
zation is to build faster, 
better and more sales in 


stores. 








Discussing the General Electric exhibit—(l. to r.) C. Cutler, illuminating eng., and 
E. Stryker, sales mgr., Lighting Equipment Promotion, both of G.E. Lamp Dept.; J. 
Evans, show manager; C. O’Shea, district engineer, G.E. Lamp Dept. 





‘Lhe Must in Store Modernizing: 





“Seeing Is the Biggest Thing in Selling” was the theme of the General Elec- Proper air circulation for comfort in offices and 
tric Lamp Department and 19 fixture manufacturers’ combined exhibit. stores was shown by Fresh’nd Aire Co. 
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Sylvania Electric Products, Inc., displayed adaptations of com- on the background panels. Of particular interest were the 
mercial fixtures suitable for a variety of store and office appli- streamlined designs of current commercial fluorescent fixtures 
cations and featured actual and proposed store lighting layouts exhibited at the show. 


Modern Lighting for Modern Selling 


ELECTRIC COMPas 


Cold cathode lighting came in for its full 
share of attention and the Federal Elec- 
tric Company demonstrated the commer- 
cial possibility of this kind of lighting in 
both the open and louvered type of cold 
cathode fluorescent fixtures at its booth. 
Much interest is now being displayed in 
cold cathode for illuminating as well as 
for decorative purposes. 
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Not to be overlooked in any store modernization program is the use of special lighting 
fixtures for “punch” and “spot” lighting such as those displayed by Swivelier at the show. 


PELECTRIC* 
ELECTRONIC DiSPLars 


Something new in point-of-sale signs was 
displayed by the Electronic Display Sales 
with their “make-your-own” neon signs 
for use on the counter or in the window. 
me MODERN 


46 | re t POINT OF SALE 
BRIN | mMEDIATE 





The development of lighting for 
merchandising was the subject 
of the Gotham Lighting Corp. 
booth, which also illustrated 
ways to achieve adequate and 
proper lighting. 
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Atmosphere in lighting develops a distinctive character which is certain to impress tke customer with the store. 
to stay longer, 


the customer to like the place, 








and come back often. G.E. photo. 





It will influence 


“Th.now ew For Four © ntemeens 
Who Sell Modernized Shere Lighting 


It takes sound background knowledge and genuine salesmanship to sell adequate 


wiring and modern, sales building, store lighting to the shrewd merchants of today. 


But—formula contained in this message packs punches necessary to get the order 








AR-SIGHTED merchants and 
planning for 
meet 
is part and 
Many 


» planning 


owners are 
planning to 
the keen competition that 
parcel of the 
modern merchandizers are 
on modern fixtures 


store 
tomorrow 


American scene. 


display cases 


store rearrangement to take care of 
traffic flow air conditioning 
cheerful floor coverings—and many 


other store features. But to what 
avail all this if when Mr. and Mrs. 
America step into these stores they 


By C. L. O’Shea* 


offered 
hat 87 


cannot see the merchandise 
Psychologists tell us t 


impressions going 


for sale. 
percent of all our 
to the brain come through the eyes 
Is this true? 
When we buy 
to satisfy taste, do we buy by 
taste? When my lady 
does she buy by the style or 
feel of the When we 


a cafeteria 
sight 


food in 
or by buys 
shoes, 


by the shoes ? 
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buy a 
spend hours listening to, 
appearance of the cabinet 


Why is it 


new radio, which we will 


does the 
influence 


our purchase? that per 


fumes which are claimed to influ 
ence us by their odors, are so at 
tractively boxed and prominently 


named 
Perhaps the 
wrong with their claim of 87 


psychologists aren't 
so far 
percent of brain impressions coming 
through the It is logical there 
to say that when Mr. & Mrs. 


eves. 


fore, 
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FOOD STORES 
Sales Went Up 20 Percent. Wiremold photo. 


\merica go on a shopping tour, they 
are really on a seeing tour—and 
they carry their pocketbooks with 
them. So it is quite easy, therefore, 
to understand why lighting people 
can safely say “Seeing is the Biggest 
Thing in Selling” and “Lighting 
Is the Biggest Thing in Seeing” or 
combining these two statements, 
“Lighting Is the Biggest Thing in 
Selling.”’ 


Modern lighting can serve the 


merchant in three distinct ways. 
Lighting for Mer 
chants realize the sales value of at 


attraction 


traction. Lighting is the unobtrusive 
salesman who can what 
we have for you?” Lighting can 
give to the merchant an appraisal 
condition which will correctly re- 
veal the inherent quality of the mer- 
chandise offered thereby creating 


say, “See 


greater customer satisfaction and re- 
duce returns. 

Lighting can create for the mer 
chant an atmosphere which will cre 
ate customer good-will and increase 
the comfort for the customer so that 
they will say: 
place to shop.” 


“Here is a desirable 


These three attributes of modern 
store lighting are known as “The 
Three A’s of Store Lighting.” 

1. Attraction. 2. Appraisal. 3. At 
mosphere. 

By attraction the merchant invites 
shoppers into his store, shows the 
various departments and the kind 
of goods sold. 

The appraisal part of a lighting 
system gets quick and accurate buy- 
ing decisions. 

Atmosphere in lighting develops 
a distinctive character which is cer- 
tain to impress the customer with 
the store by providing stimulation 
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GENERAL MERCHANDISE STORES 
Sales Went Up 22 Percent. Day-Brite photo. 


and interest—it will influence the 
customer to like the place—to stay 
longer—and back often. Do 
the “Three A’s of Store Lighting”’ 
help Mr. Merchant? 


Recent surveys prove that they 


come 


do. 

In a large group of stores the fol- 
lowing results were obtained by re- 
lighting according to present-day 
practice. 

Jewelry stores—sales went up 37 
percent. Furniture, Household, and 
radio—up 27 percent. Food stores 
up 20 percent. General merchan- 
22 ~percent. Drug 


stores—up <2 
stores—up 24 percent. Hardware 


dise 
stores—sales zoomed up 40 percent. 
From all types of men- 
tioned the average increase in sales 
is more than 26 percent, and that 
is 26 percent up. 
When sales increase in the mag- 


stores 


nitude stated, lighting is no longer 
an operating expense, but is a sales 
investment and should always be so 
considered. 

Just as temperature is measured 
in degrees, illumination is measured 
in footeandles. It is by footcandles 
and the reflecting properties of mer- 
chandise, wall and ceiling areas of 
that brightness patterns 
are created to obtain the Three A’s 
of Store Lighting. 

It must be recognized that foot- 
candles which 


the store 


would enable cus 
tomers to just see are much lower 
than the footcandles required for the 
customer to see well and see quickly. 
But in order that they may see well 
what the merchant desires them to 
see, there must be a greater number 
of footcandles so utilized that areas 
and objects are lighted in propor- 
tion to their importance and the de- 
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gree of attraction wanted. 
have been 
graded to satisfy the normal visual 
requirements that occur in various 
areas and should create differences 
in brightness of the degree which 
will be effective for the purpose al- 
ready indicated. 

The ratio of footcandle values 
that have been developed to enable 
the merchant to obtain the full bene- 
fit of his lighting system is known 
as the “1-3-5-10 Store Lighting 
Formula” and is applied as follows: 

The “1” part of the formula is 
used as the basis for circulation 
lighting and varies from 15 to 30 
footeandles of light. The “3” part 
of our formula, which is three times 
as much light as our basic lighting, 
is used in all selling areas and ranges 
from 30 to 70 footcandles of light. 
The “5” 


Footcandle values 


part of our formula, which 
is five times as much light as our 
basic lighting, is used for the light- 
ing of showcases and wall cases and 
varies between 70 to 150 footcandles 
of light. The “10” part of our for- 
mula, which is ten times as much 
light as our basic lighting, is applied 
to feature displays and will be as 
high as 150 or more footcandles of 
light. This formula is an easy one 
1-3-5-10—and when 
applied to your store will pay divi- 


to remember 


dends as it has for others. 
‘“*]1.3-5-10” . are not 
values, but are 


footcandle 
ratios of lighting 
levels in different parts of a store. 

Let’s see how these ideas are ap- 
plied ; that is, the Three A’s of store 
lighting employing the 1-3-5-10 for- 
mula to obtain the desired results. 

Lowry’s Store for children in 
LaGrange, Illinois is a case in point. 
It is an average 


American store 





August, 1947 

















DRUG STORES 
Sales Went Up 24 Percent. Curtis photo. 


27x100’ with a 14’ ceiling. 

The basic lighting in this store 
is accomplished by the diffused gen- 
eral fluorescent system produced by 
a continuous row of fluorescent lum- 
inaires. There are twenty-three 4- 
foot luminaires consisting of banks 
of four, 40-watt fluorescent lamps, 
below which are mounted plates of 
diffusing glass. The average illu- 
mination therefrom measures 25 
footcandles at counter level. Note 
that these lamps are not installed 
bare. 

Mr. Lowry is selling children’s 
wear—not light bulbs; therefore, he 
wants people to see his merchandise 
not the lamps. Bare lamps will al- 
ways attract a customer’s attention, 
particularly upon entering a store 
because of their high brightness. 
Nobody would think of installing 
bare incandescent lamps in a store 
and the same rule should be applied 
to fluorescent lamps. And_ also, 
please notice that as the various 
elements of the whole lighting sys- 
tem are used, how much less con- 
scious you are of the lighting and 
how more conscious you become of 
the merchandise being offered for 
sale. 

The second step, or the “3” part 
of our formula, is accomplished by 
the use of twenty-four, 300-watt, 
recessed controlens units, mounted 
over the sales area, and when lighted 
alone produce 15 footcandles of one 
color quality with shadows for re- 
lief and highlights that produce 
modeling and interest which in turn 
reveal form and texture of goods 
and materials. 

When both systems are turned 
on we have 25 footcandles from the 
fluorescent luminaire or the one part 


HARDWARE STORES 
Sales Went Up 40 Percent. Guth photo. 


of our formula and 15 footcandles 
added to the selling counters produc 
ing 40 footcandles on the counter 
for the “3” part of our formula with 
the result that the store interior 
begins to take on real interest. Let’s 
add now our “5” and “10” steps of 
the formula. 

We do this by providing wall case 
lighting with fluorescent lamps in- 
stalled behind a valance at the top 
of the wall case allowing some light 
to bathe part of the upper wall and 
ceiling and make the room more 
cheerful and thereby adding atmos- 
phere to the general interior. We 
also add fluorescent lamps to our 
showcases so that we can catch the 
shopper’s eye to our merchandise. 

Our feature displays are the next 
step, requiring the “10” step in our 
formula. We add color to the back- 
ground of these displays for essence 
here and decoration, but always use 
white lights on the merchandise. In 
the rear of the store we can see a 
display that we wouldn’t notice ex- 
cept for its extra brightness. Well, 
the same effect will be created on 
the customer’s eyes as they enter 
the store and will help to attract the 
customer from the front of the store 
to the rear—past all the other mer 
chandise on display. 

It is this method of attracting 
store traffic which is so effective in 
creating impulse buying, the real 
profitable phase of all merchandis- 
ing. As you all know an impulse 
purchase is one that a person makes 
which they had no intention of mak- 
ing when they entered the store and 
as these impulse sales are increased 
the overall cost per sale is decreased. 

When basic and supplementary 
systems are combined, good lighting 
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for selling is produced, making ev- 
ery part of the store and its appoint 
ment fully effective for moving mer 
chandise. Note that the important 
*3-5-10" steps of the “1-3-5-10 
Lighting Formula’ are employed. 

(ood general lighting is essential 
in any well lighted store. It is suc 
cessfully employed in a few types 
of stores as the only lighting sys- 
tem. Many more use, and many 
others should use, general lighting 
as a foundation to which is *added 
specific lighting for feature displays, 
showcases, shelves, and niches, 

Lighting is a potent sales tool. 
Why not use it to its fullest possible 
extent? There are plenty of places 
where a merchant can go to obtain 
sound lighting advice; the lamp 
companies, the local utility, electrical 
wholesalers, fixture manufacturers, 
and electrical contractors have 
trained lighting personnel who will 
be more than happy to assist with 
particular problems and this service 
is generally rendered gratis. 

Convenient location always has 
been an important factor in securing 
business for the merchant. It will 
still be an important factor. But, the 
attractiveness of the store and _ its 
displays will be even more important 
in influencing the flow of customers 
and that is where lighting can pro- 
vide effective help. For light can 
make the store stand out, invite folks 
in to buy, and help display merchan- 
dise more appealingly. 


‘Excerpts from an address by ( / 
O’Shea, Atlantic District Sales Engineer, 
G. E. Lamp Department, at the Modern 
tized Store Lighting Clinic, First Annual 
Store Modernization Show, New York, 
July 10, 1947. 
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At West 
NEWA Convention 


Coast 


At the opening session of the West Coast 
Convention, W. C. Mainwaring, vice presi- 


dent, B. C. Electric Railway Co. (right 


photo), standing, welcomes members. 
Seated are R. A. Balzari, left, secretary of 
the Pacific group, and C. W. Goodwin, 


chairman and presiding officer 


ror PROGRESS 
he 


Greetings from the national organization of NEWA were brought 
to the West Coast group by E. B. Ingraham, president of NEWA, 
who presented a report on the Atlantic City convention, and out- 
lined the NEWA plans for the future. 





From W. E. O'Brien, general sales manager of the Toastmaster 
Division of McGraw Electric Company, western wholesalers heard 
that no appreciable drop in the list prices of electrical appliances 
could be expected soon. 
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The use of aluminum wire in the building industry was outlined to 
West Coast wholesalers at their Victoria convention by Don B. 
Karlskind, standing, Pacific Coast district manager of the U. S. 
Rubber Company. 


‘ 


USS 


Telling wholesalers at the Pacific Zone Convention that the pres- 
ent talk of a business recession was the result of the return of 
competition, was Barrett Green, above, Seattle bank executive and 
economist. 
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All from General Electric Supply Corporation were: Fred Todt, 
Los Angeles; Charles W. Goodwin, San Francisco (chairman of 
NEWA'S Pacific Zone), George Boring, Seattle; and Kurt Stein- 


dorff, San Francisco. 









CAMERA CLICKS 


As West Coast 
NEWA Golfs 


As members of the Pacific Zone of 
NEWA relaxed from their Spring Con- 
vention meetings in Victoria, B. C., 
ELECTRICAL WHOLESALING'S 
cameraman photographed them at the 


Royal Colwood Golf Course 


Registering for golf are L. to R.: A. C. 


McMicken, Portland GE Co.; F. A. Stro- 
hecker, mfr.'s agent, Seattle; E. A. Phillips, 
Phillips and Edwards Elec. Corp.; S. F.; John 
Lawton, Graybar, Seattle; and Al O'Brien. 





Electric utility and wholesaler joined for this foursome of J. A. 
Riner, Wash. Water Power, Spokane; V. E. McCain, Graybar, 
Spokane; Ed. Royer, Wash. Water Power, Spokane; and J. P. 
Carson, Graybar, San Francisco. 





LEFT PHOTO—T. Widrig, Trumbull Elec., 
Seattle; E. Z. Coman, GE Sup., Spokane; 
L. F. Busse, Crouse-Hinds, Seattle; W. E. 
Graham, GE Sup., Seattle; and R. D. Hyne- 
man, Graybar, Portland, make up this smil- 


ing fivesome. 


MIDDLE PHOTO—Ed. In- 


graham, center, NEWA president, golfed 
soon after his arrival from a trip to the 
Canadian Rockies. He is flanked by A. L. 
Wiegenstein, WESCO, Seattle, left, and 
Art Robinson, J. A. Roebling’s Sons, Seattle. 
RIGHT PHOTO—A serious group was Ed. 
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Buerkel, Incandescent Sup., San Francisco; 
Jack Murphy, Murphy-Hain, L. A.; Walter 
Thompson, Westinghouse Electric Corpora- 
tion, San Francisco, California; and Karl 
Kempf, Thomas and Betts Company, Los 
Angeles, California. 
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To Be Successful At Selling 
Read Vhis Salles Manual 


The priceless observations of a man who spent 57 years in this 


business and who progressed steadily because he always made 


good, first at good salesmanship, then at good service and 


finally at good management of his own establishment 


By A. M. Little 





OME months ago, your editor 
and publisher, O. Fred. Rost 
wrote me, that having been in 

the electrical wholesale supply busi- 
might have 


ness for 57 years, | 


something worthwhile to say to 
today’s salesmen, as well as to be 
ginners, and asked me to write an 
article on the subject. 

At once there came to my mind 
the torrent of words that have been 
written about selling, pages long, 
books innumerable, until I wondered 
what more could be said about it, 
and if I were capable of such erudite 
writing as that produced by master 
minds in the selling game. 

I have many such articles 
and tried to think of 
wherein I had been able to apply 
them definitely in my work, and 
decided their justification was in the 
fact that an idea and there 
might unconsciously become part of 
one’s subconscious mind, to be 
brought out as occasion might call. 

To my mind, salesmanship is a 


read 
be Oks, and 


here 


plain simple subject, requiring the 
same qualities that make for suc- 
cess in any line of endeavor, and I 
decided to this article from 
that standpoint and confine myself 
to practical things, readily under- 
standable, and of interest to such 
readers. 

I am not posing as a spectacular 
or super salesman, because I am 
not, but just an average one, who 
since the very beginning of the elec- 


write 
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A. M. Little & Son 
Syracuse, N. Y. 





Headquarters for the A. 
modern brick building with every facility for efficient operation. 


trical supply business, and through 
all its stages up to the present time, 
has experienced its ups and downs, 
its encouragements, discourage- 
ments, successes and failures, with 
the hope that the reader may reap 
benefit from it and not feel 
that success is beyond his capabili- 
ties. 

Salesmanship, especially the type 
that is needed by general salesmen 
who specified territory, 
brings many rewards not measured 
by money received. Calling each trip 
on the same prospects, constantly 
adding new ones, striving to retain 
and increase their good will by fair 
and honest treatment, you eventu- 
ally should become, in your mind at 
least, and your attitude toward them, 
almost a member of their organi- 
zations. 

You will make lasting acquaint- 


some 


cover a 





M. Little and Son organization at Syracuse is this 


ances and friends, many of them 
“the salt of the earth,” that you will 
value more and more as time goes 
on, and strange to say, some of these 
you may not directly sell. By study- 
ing their problems, you may be able 
to help them as well as yourself, be- 
cause you will see where they oper- 
ate their business rightly or wrongly 
and thereby unconsciously prepare 
yourself for larger rewards that will 
come, should you, yourself, embark 
in your own business. 

As an employer of salesmen, I 
have, I hope, done something in 
training and guiding them, to help 
make them become successful, and 
prepare them for larger activities in 
life, and here also is a reward to 
gladden your heart in later years. To 
illustrate, one such salesman now 
owns four large and successful elec- 
trical houses in as many cities, and 
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Fan An Electrical W helssaler 
By A Scccssial ‘Wrelessie 





A. M. Little relaxes long enough to be 
photographed with his granddaughter. 


more have attained with 
other concerns, and the fact that 
they are competitors does not lessen 
my satisfaction in their progress. 

Selling electrical merchandise to- 
day is different from what it was in 
the beginning, and early years of 
the industry. 

There were fewer items to sell, 
fewer customer prospects, and terri- 
tories were larger. Chicago whole- 
salers, for instance, covered all of 
the country excepting the Atlantic 
States and trips I made for a Chi- 
cago house in the 1890’s included 
towns west to Utah, south to Gal- 
veston, southwest into western Tex- 
as, and so on. 

Over the years, the business has 
been localized as far as individual 
houses are concerned, territories are 
small geographically, there are more 
prospects to sell, more calls to make, 


success 





and the enterprising salesman, if 
he conducts himself properly, can 
become so closely a part of it, that 
he is practically in business for him- 
self. 

Now, let us particularize so far 
as is practical in an article such as 
this, and outline those factors, that 
if followed, will make for success. 

Bear in mind always, that your 
employers are vitally interested in 
your success, so they may have you 
in reserve for greater responsibili- 
ties, as their business develops. 

Preparation 

You must learn all that can be 
known about the articles and lines 
you are to sell. 

This knowledge can best be se- 
cured by serving the proper amount 
of time in the stock rooms until you 
have learned every item and become 
familiar with its application and use. 
It should be followed by, or com- 
bined with, store and counter sales- 
work, to familiarize you with prices 
and customer contact, so you will 
learn to talk about what you 
as well as know about it. 

Trade journals and catalogs 
should be read and studied and 
when you are assigned your own 
price book, you should master it, 
keep it up to date as new sheets are 
issued, and so familiarize yourself 
with prices, that you can price many 
items correctly from memory when 
situations make it necessary. 

There also should be the fullest 
cooperation on your part with your 
company and their policies, and you 
should keep in step with their plans 
and progress. 


sell, 


Territory 


Usually a general salesman in the 
electrical wholesale supply business 
is assigned a definite territory, 
which should be covered thoroughly, 
and at definite intervals, so your 
customers know the week, even the 
day or time of day you are to call. 

Advance cards are of great value 
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and you will find that customers 
will make notations of matters to 
take up with you when you call 
and you should encourage them to 
do this, 

If necessary, the territory can be 
divided into weekly trips arranged 
to cover it most economically and 
it will be advisable to have these 
in written form, showing date and 
day of call, the towns to be made 
each day and customer calls to make. 

Whether the above is given to 
you by your employer, or compiled 
by you at their request, it will be 
up to you to maintain it, add to, or 
change it, as conditions make nec- 
essary. 

Its use eliminates hit or miss cov- 
and provides definite sched- 
uling of your time. You must be 
prepared, of course, to make “be- 
tween trips’ and necessary follow 
up or emergency calls, that will 
arise, so a certain flexibility is ex- 
pected in this as well as other cases. 

Keep at least the same working 
hours “on the road” as you would 
expect to keep in the office, and lay 
out each day’s calls accordingly. 


erage, 


Some customers can best be seen 
in the early morning, others during 
the noon hour, others late in the day, 
and still others only in the evening. 
Keep busy all the time and you 
will find you will maintain your en- 
thusiasm and build bigger sales vol- 
ume. 

\Vhen the day’s work is done and 
preferably before your evening meal, 
go to your room, check over your 
orders, answer what mail you have 
received and fill out necessary re- 
ports to your home office and of 
your day’s work. If you have a nice 
bunch of orders to send in, take it 
from an old salesman, your happi- 
ness will be complete. 


Deportment 


Salesmen should dress neatly and 
not conspicuously. They should be 
cheerful, courteous, dignified and 
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paeaape: A ee Z 
aa ightt mance 
or better fluorescent lighting perfor 


/ for economy in maintenance 


In large factories — as well as large offices and stores ... wherever 
fluorescent lighting is a major factor, CERTIFIED STARTERS can 
help ease maintenance problems, help assure top lighting performance 
from lamps. e Certified Starter Manufacturers build their products 
to rigid specifications. Famous Electrical Testing Laboratories, Inc. 
test, check and recheck those products . . . CERTIFY them as fully 
meeting the specifications. It’s a positive means of assuring the 
user of high quality starters— protection and economy. Insist on 


the “ETL CERTIFIED” shield on the starters you sell or use! 


Makers of CERTIFIED FLEUR-O-LIER fixtures and RLM 
Standards Institute fixtures have solved their starter problems 
by writing CERTIFIED STARTERS into their specifications. 





Address inquiries to any of the following manufacturers of ———-—————-—- 


Certified Starters 


The Arrow-Hart and Hegeman Co., Hartford, Connecticut instant Glow Starter Corporation, New York, N. Y. 
The Bryant Electric Co., Bridgeport, Connecticut Kuthe Laboratories, Inc., Newark, N. J. 

Dura Electric Lamp Co., Newark, N. J. The Lloyd Products Co., Providence, R. I. 

General Electric Co., Bridgeport, Connecticut Pass & Seymour Co., Syracuse, N. Y. 

Harvey Hubbell, Inc., Bridgeport, Connecticut Sheldon Electric Co., Irvington, N. J. 
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definite in conversation, not self- 
assertive, never argumentative. 

Your customer, you may be sure, 
knows the business as well as you 
do, and usually better, if the owner. 
If you do not have the answer, be 
sure and say so, and you will stand 
better with him, than by guessing at 
it. 

Make only such promises as you 
know you can keep, and then, above 
all things, carry them out to the 
letter. 

Let your customers feel that you 
want to be helpful, and to render a 
service beyond taking his order. If 
you were in his place, you would not 
want to overorder, or buy poor 
quality, or slow moving items, or be 
overcharged, or have anyone in any 
way take advantage of your un- 
familiarity with items or lines. 

Aim to sell merchandise that your 
customer also will be able to sell, 
and cooperate with him in seeing 
that the items you sell him, do not 
lie idle on his shelves. Check on this 
as often as you can, and consult with 
him as to what you might be able to 
do to aid in moving them. 

Follow carefully the prices set up 
by your company and quote the 
same prices, on the same quantity, to 
all customers entitled to them. Con- 
tractors and dealers in the same 
town compare notes and each soon 
knows your transactions with the 
others. 

Be frank with each as to your ac- 
tivities in his town, and your com- 
pany policies, give no one dealer 
an unfair advantage over another, 
be businesslike and = definite, and 
you will gain his confidence and 
your own conscience will be clear. 

Co illustrate, a customer asked 
me in the early days to refrain from 
calling on a certain concern, as they 
were selling them on a reciprocity 
basis. Although they did not sell 
them our line (I was with an elec- 
trical manufacturer then) I agreed 
and at the end of the vear because 
this agreement was kept, their busi- 
ness was transferred to us, including 
an order for fifty thousand of the 
items involved in the agreement. 

Do not think any of the above is 
just words, because I can prove 
every one of them as can other ex- 
perienced salesmen, by merely quot- 
ing many personal experiences. In 
fact, I myself as well as other sales 
men, have had experiences in getting 
orders that would make the stories 


about salesmen appearing in na- 
tional magazines seem mild in com- 
parison, 

Avoid the competitive spirit and 
jealousy of other salesmen in the 
territory. They have the same prob- 
lems as you, and need the business 
as much as you. Create good will 
and friendship at all times and re- 
member that the clerk today, may be 
the buyer in the future. 

As to personal habits, you know 
as well as I do the ones that make 
for failure and that only by avoiding 
these, will you attain success. 


Thoroughness 


Cover your territory thoroughly. 
Plan each day’s work in advance. Be 
alive to what is going on in your 
territory as to new work, contracts 
let, and new concerns and prospects 
coming into the field. 

Ask your contractor customers 
for every possible chance to quote 
on material they will need for jobs 
on which they may be preparing 
estimates, offering this as a service 
without any strings to it, that you 
are happy and prepared to render. 

Solicit business on the basis of 
your material, and service, and never 
on sympathy. Keep your own 
troubles to yourself, because your 
customers also have theirs, and a 
salesman’s call is often welcomed as 
a relief from routine. 

At the same time, do not waste 
the other fellow’s time, get down to 
the business in hand after a proper 
interval, and when finished, be on 
your way, so he can take up his own 
duties. If another salesman has the 
floor, arrange with customer to call 
later, and leave at once. 

Be courteous, quiet and _ self- 
possessed. Assume that it is good 
business, as it is, for your customer 
to give you his time, and be appre 
clative of it by going over your line 
thoroughly. 

You will be tempted at times to 
pass up a call in order to make time 
or follow exactly your schedule. 
Never do it, because you will learn 
that it may often be the very time 
he wants to see you, and you will be 
surprised at what nice orders you 
may get from such calls. 

You must be sure of your ground 
before even trying to take an order 
by telephone, to save the time of a 
call, because seldom are such orders 
placed, especially when you are sup- 
posed to call. 
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On the other hand, telephone calls 
from the home office, or from the 
road, advising customers of price 
changes, new stock received, or an- 
ticipated shortages, are advisable, 
and show your prospect that you 
have his interests in mind between 
calls. 

Open your call with a definite 
item, line or subject to get the cus- 
tomer’s interest, and samples are 
an important part in this. Carry with 
you a written or mental list of your 
stock and concentrate on it, because 
it will give your customer prompt 
service and your company improved 
turnover. 


Perseverance 


When you start on a trip, deter- 
mine to make it a successful one, and 
get your mind set on that result. 
Before you get to the next town, 
get the previous one out of your 
mind, except for what you learned 
in it, that may be applied to the next 
one, 

Marshal in your mind what your 
approaches will be, and the subjects 
that from your experience on previ- 
ous calls, will be of special interest 
to your customers. 

You may dread calling on certain 
prospects, or you may think it hope- 
less, from experience on previous 
calls, but usually and above most 
others, they will be the very ones 
you should make, as building for 
the future. Old salesmen will con- 
firm this, and from their expert- 
ences and my own, can be cited in- 
numerable cases to prove it. 

Make every minute of your time 
count, 

Keep going. Avoid getting out 
of stride in your mind, or mental 
rest periods, and let your enthusi 
asm be right there every minute. 
To illustrate this symbolically grit 
your teeth, clinch your fists, square 
your shoulders, banish from your 
mind all doubts or inferiority com 
plexes. Be a man, and you can face 
the hardest-to-approach customer in 
your territory with confidence. 

In conclusion, let me say I have 
a lot of sympathy for the new sales- 
man on the road, and a great desire 
to help him. I have tried in thinking 
back to my own experiences to an- 
swer in advance some of the prob- 
lems that face the beginner, and 
suggest ways to overcome them. Let 
me say also that they apply to older 
salesmen, including myself. 


89 








Holding Your Customers 


Now 


‘Lakes Extra ‘Time and Effort 


By J. Earl Cress 


Los Angeles Wholesale Electric Co. 





J. Earl Cress, outside salesman for the 


Los Angeles Wholesale Electric Com- 


pany. 


HAT are the “Smart” things 
for the electrical 
er's 
these days, when he gets unusual 
requests, when very often he can 
not lay his hands on more than a 


wholesal 


salesmen to be doing 


fraction of the commodities that his 
customers are clamoring for, and 
when hardly any order can be filled 
completely ? 

This question was asked of J. Earl 
Cress, salesman for the Los Angeles 
Wholesale Electric Co. He came 
back with a half dozen things that 
he attempts to do all in the day’s 
work. How he does them and why 
are well worth any salesman’s time 
to mull over. About in the language 
he used, here they are: 

(1) I spend more time now than 
I ordinarily would in cooperating 
with our credit department, not be- 
cause there is any particular strin- 
gency right now, but because a dif 
ferent day is near. The elephants 
are coming and somebody is likely 
to be trampled. 

Since a salesman is paid on the 
basis not of the number of accounts 
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he can contact but on the quality, 
productiveness and stability of those 
he services, I am now putting in 
more time studying my accounts 
basically, to assure myself that their 
operations now are not leading them 
toward difficulties later on. 

If there are indications 
that such will be the case with any 
account, then the time to eliminate 


strong 


it is now and turn the available ma 
those 
and grow as conditions approach 
normal. 


terials to who will survive 


For example, I had a contractor to 
whom I had sold considerable ma- 
terial up to Under 


at present, he 


recently. war 
conditions and even 
has been expanding steadily. He 
put a lot of money into an expensive 
building with elaborate offices, while 
at the same time he was holding up 
payment on a nice little sum he 
owed us. 
Furthermore, while doing a good 
enough job in the construction end 


of his work, he was quite careless 
and inefficient in his business meth- 
ods. All things considered, it seems 
to me that when conditions approach 
normal and he comes up against 
any real competition his overhead 
will have him in serious trouble. 
I laid these matters before 
credit manager in detail, and it was 
decided that here was one account 
that could be sifted out to make way 
with a 


our 


for one more substantial 
outlook. 
c2) \nother 


to do is to trv to 


important thing 
indicate to cus- 
tomers the probable flow of mate- 
rials and price trends 

In our position between the man- 
ufacturers and the contractors, cer- 
tain information is constantly reach- 
ing us first, which will be helpful 
to our customers, but which might 
take time in 
through to them. 
try to be 


some percolating 
In other words, I 
a day by day clearing 
house for such information. 





The outside salesman can assist the telephone salesmen by tipping them off as to 


customer's whims and preferences. 
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When Shortages Make Headaches 


But Will Surely Pay ‘Tomorrow 


Working closely with each customer during trying times, tip- 


ping off your inside crew on special problems, paves the way 


to more sales, when goods are plentiful — prices right 








If it is something really hot, we 
may make it the subject of a mailing 
piece to all. If of special interest to 
certain of my customers it is per- 
sonally passed on at my next call. 
For example, some time ago, when 
four aught synthetic wire was ap 
proved by the this 
information came to us immediately 
from the 


Underwriters, 


and 
just as quickly passed on to my 
customers. 


manufacturers was 


(3) Regularity of calls is my 
pet rule. Certain customers are 
seen once a week, others twice a 


week, with some on a bi-weekly list. 
[ have a schedule which I keep just 
as religiously in times of material 
scarcity as under normal conditions. 
My customers expect me on a cer- 
tain day, and I am there that day, 
not the next. 

(4) Concentrate, where possible 
on the new things, not needed imme- 
diately, and on which 
delivery can be expected. 


reasonable 


An example is the bactericidal 
lamp. It has many applications and 
is a comer from the sales standpoint 
though it needs more promotional 
work done on it. I am doing my 
spade work on it now so that it will 
be all set as an established commod- 
ity and lamp renewal business flow- 
ing in by the time the rush comes 
on the general lines. 

(5) A most important depart 
ment in this or any other wholesal- 
ing business is the telephone sales 
desk. 

So interlocked are the activities 
of the telephone salesman with those 
that if the 
outside man does not cooperate with 


of the outside salesmen 


the desk men and does not trade in- 
formation with them as to the indi- 
vidual foibles and idiosyncrasies of 
those mutual customers, he is seri- 
ously handicapped. 

Under normal conditions, I have 
often felt that I did not have the 
time to work with the desk men as 





Now’s the time for promotional spade work on new electrical items available, such 
as bactericidal fixtures and lamps. 
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[ should, so that they could back 
me up to the best advantage in the 
field. Now, I am giving more time 
each day to this cooperation. 

These are “touchy” times. There 
is no one of us who has not had his 
personal experiences with retail 
store employees who have not only 
told him they do not have the mer 
chandise he asks for but have suc 
ceeded in soundly insulting him by 
word or attitude in doing itt. 

So often has this occurred to our 
customer that he has a chip on his 
shoulder in many cases when he 
calls up his favorite wholesaler. He 
is expecting that, even there, he may 
get a flippant answer, or be kidded 
on something that to him is no kid- 
ding matter. 

To forewarn the desk man as to 
the peculiarities of the individual 
customer and how best to “handle”’ 
him is one of the duties of the out- 
side salesman, because he knows 
and has dealt with the man face to 
face, while to the desk salesman he 
may be nothing but a “voice.” 
The most important 
to our customer today is that he 


have 


(0) thing 


a certain item, not that 
we do not have it in stock. 


must 


To inform him however courte- 
ously and with whatever tears of 
muster in 


sympathy we can our 


voice that we do not have it does 


not help him one iota. The smart 
thing to do in these times is to turn 
to and get it for him if this is hu 
manly possible, even if it is neces- 
sary to get it from a competitor. 
In performing this kind of service 
in time of need any amount of time 
required is warranted and is casting 
not bread but cake on the waters. 
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COMFORTABLE AND INFORMAL as the living room in SOLID COMFORT is observed in cocktail lounge (fore- 


any American home is the observation lounge. ground) and the upper lounge (background). 


ou ll See the New Horizons 
aptive in This Dream-Line 





EW HORIZONS In Industrial ury trains, from appliances to autos. 

Designs was the name of a book Since then much of the streamlining 
brought out early in the 1930’s by the that then seemed but the dream of a 
famous designer Norman Bel Geddes. daring designer has been adopted in 
[ts contents, summed up in a single practice, so that for instance, we hav: 
word, covered “streamlining” because had streamlined trains of various de- 
in it Mr. Geddes had presented stream signs for 10 years. And some of those 
lined designs of ‘most everything, streamlined trains can point to wide 
from ashtrays to ocean liners and lux- acceptance by the public and a fine 











ASLEEP OR AWAKE, day or night, 
passengers will enjoy the kind of comfort 
pictured in above illustrations. 





NIGHT VIEW OF DAY COACH shows how fluorescent lighting floods car with 
illumination without making passengers aware of sources of light. 
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VISIBILITY FORE, AFT, BOTH SIDES AND ABOVE is provided by the astra domes atop every car. Each 


dome on the four-car experimental train is air-conditioned. 


Per Our F utwe "Fvende in Lighting 


= for "Fesnervow’s —— 





overall record of performance. Truly a “Train of Tomorrow’ 

Despite all this, General Motors we present here some photographs 
now comes along th a streamlined that indicate clearly how even. the 
train that incorporates in its design lighting equipment of that wonder train 
so many new and novel features fot opens new horizons for the future 
the safety and comfort of its occu salesman of planned lighting 


pants that it at once opens NEW 
HORIZONS for the designers of fu 
ture passenger carrying equipment All photos from General Motors 


The EDITOR 














TABLE SERVICE is supplied in three 
different dining rooms (main dining room 
above) on three floor levels. 





“TRAIN OF TOMORROW” TAKES THE RAILS for a six months exhibition tour 


of the country. It is packed full of mechanical marvels. 
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“F YOU WANT TOP PERFORMANCE FROM THIS FLUORESCENT TUBE... 






; ow —_ - emieas 
YOU'LL GET IT WITH THIS CERTIFIED BALLA 
The word “CERTIFIED” on a fluorescent 


lamp ballast tells you instantly that here is a 


temperatures, most light and longer life from 
fluorescent lamps. Famous Electrical Testing 
product that gives you the greatest possible Laboratories, Inc. test, check and re-check 
CERTIFIED BALLASTS against these specifi- 


cations . 


efficiency in operation and performance of 


fluorescent lighting. .. give it the ETL mark of approval. 





Leading ballast makers and lighting engineers 
put together a set of exacting specifications 


that assure quiet operation, proper ballast 


Insiston CERTIFIED BALLASTS inthe fluores- 
cent lighting equipment you sell... give your 


customers the protection they need and want. 





CERTIFIED FLEUR-O-LIER MANUFACTURERS, 
RLM STANDARDS INSTITUTE and CERTIFIED 
LAMP MAKERS have solved their ballast problems by 
writing CERTIFIED BALLASTS into their specifications. 





® @ 
ww 


CERTIFIED 


Ray 


RRTTFIED BALLAST MANUFACTURERS 


Makers of Certified Ballasts for Fluorescent Lighting Fixtures 


Acme Electric Corporation 
Cuba, New York 










SPEC. NO. 6 


HIGH PF 


- 


General Electric Co. 
Specialty Transformer Division 
Fort Wayne, Ind. 


Sola Electric Co. 
2525 Clybourn Avenue 
Chicago 14, Illinois 





Chicago Transformer Div. 
Essex Wire Corporation 
3501 Addison St., Chicago, Illinois 





Jefferson Electric Co. 
Bellwood, Illinois 


Wheeler Insulated Wire Co., 378 Washington Ave., Bridgeport, Conn. 


Starring and Company 
Bridgeport, Conn. 
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radio owners want and demand the latest equipment. RCA photo. 


Looking Ahead With Radio 
Te "Fhsee Gwent New Fields 


Unlimited opportunities for expansion and sales lie ahead for manu- 


i. 
PN all 
as . eer 


of J A 


Larger screens, clearer pictures, better sound reception are some 


x 
2 


of the new developments that make 


facturers and distributors who will explore and develop the possibili- 


ties in frequency modulation, television and industrial electronics 


By David Sarnoff 


President, Radio Corporation of America* 





NLIMITED opportunities for 
| | expansion of the radio indus- 

try are to be found not only 
in standard broadcasting, but also in 
television, FM (frequency modula- 
tion), industrial electronics and for- 
eign trade. 

Television alone with its vast pos- 
sibilities for home, theater and in- 
dustrial use, represents opportuni- 
ties that will enable the radio indus- 
try to achieve new records on an 
unending road of progress. The 
ultimate fusion of sound broadcast- 
ing with television is ahead, and the 
36,000,000 homes now equipped 
with radio will find new pleasures 
in sightseeing and attending events 
by television. 

\ readjustment already is under- 


way. Certainly we need to adapt 
ourselves to its requirements by a 
reasonable appraisal of current con- 
ditions, by constant efforts to effect 
economies in costs of production 
and selling and by improving our 
products. This readjustment of 
viewpoint and operations will result 
in a stronger and healthier industry. 

Radio, by its very nature, is in 
the vanguard of science. The pos- 
sibilities that lie ahead in television, 
radar, electronics, and other prod- 
ucts of radio technology present op- 
portunities that are challenging and 
real. As long as our industry con- 
tinues to foster research and create 
new products and services for the 
public, we need not fear for its 
future. 
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David Sarnoff 


We stand on the firm foundation 
of a great industry, built by many 
years of pioneering, production, and 
service to the public. We began as 
pioneers in a wilderness of econom- 
ics. We have moved up and down 
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with changing business cycles, 
weathered world-wide political 
storms, and not only survived, but 
emerged stronger than before. And 
we are still pioneering. 

Radio manufacturers and mer- 
chants are in a far better position 
today than they were at the begin 


We 


school of ex 


broadcasting. have 


hard 


ning of 
learned in the 
perience the practical lessons of pro 
duction and merchandising. 

loday, the radio industry is on 
the threshold of three 
IM, television, 
dustrial electronics 


great new 


inarkets and in 

while the olde1 

markets for standard broadcast re 

and combination instru 
still fertile 


radio-phonographs and phonograph 


ceivers 
ments are lor instance, 
records are in greater demand today 
than ever before 

echnical and economic condi 
tions which retarded the growth of 
I'M during the war and in the early 
post-war period now having been 
removed, the outlook appears bright 
for this branch of the industry, but 
the whole-hearted cooperation of all 
who can contribute to its progress 
is needed. 

The measure of its success will be 
determined largely by the quality 
and variety of the programs trans 
mitted over kM I believe 
that the fullest benefits to the public 


and the 


stations 
larger opportunities for 
sales will come only when programs 
now broadcast by standard stations 
and networks are permitted to be 
sent I'M sta 
tions. Let us hope that present-day 


simultaneously over 


restrictions, which forbid this, may 
soon be removed 

Television is a service designed 
not only for the home, but also is 
destined to have great implications 
for the theater, the motion picture 
film, and 
last, but not least, in the manifold 


studio, the entertainment 


processes of industrial life. 

offers the 
radio industry a combination of op- 
portunities: First, to make transmit 


ting and receiving sets; 


‘Television, theref« re, 


second, to 
equip theaters ; and, third, to manu- 
facture for industrial applications. 
here is no need to wait for televi 
scale to receive 
affords to 
city-wide, or local communities 


sion on a national 
the benefits it already 

The belief that a local television 
station cannot be erected and oper- 
ated without a large investment is 


wrong. Television programming 
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Every day is “ladies’ day” at the baseball park for this yo:ng lady. By mere!y taruizg 


a knob she can have television, FM or 


low al 


minimum of 


can be started by stations, in 


a sinall way, with a 


facilities, and expanded as receiving 
sets and commercial sponsors fn- 
crease, 

until networks 


live 


In the meantime, 


are available, films of shows 
and newsreels can be flown to sta- 
country to add 
Like the 


independent local broadcast- 


tions throughout the 
to their program variety. 
many 
successful 


ing stations, which are 


television stations 


upon 


and profitable, 


also will thrive local talent 
and community service. 

Television will not reach the 
homes over wires, but definitely will 
through the air and 
will be to the 

| 


as sound broadcasts are to 


be broadcast 
the programs free 
“looker”’ 
the “listener.”’ 

The argument that television must 
offer a continuous flow of Holly- 
wood extravaganzas is also false. 
The great attraction of television is 
timeliness. Many of its programs are 
seen as they happen; they are both 
entertainment and news 

Our reports, since production of 
postwar television receivers got un- 
derway, reveal a tremendous public 
interest, and therefore a vast poten- 
tial market extending the length and 
breadth of this land. 
estimated 
50,000 


Today, it is that ap- 


proximately television re- 
ceivers are in service, and this fig 
ure is rising daily. As rapidly as 
additional television transmitters go 
on the air, new areas will be opened 
for the sale of receivers. 


Manufacturers now have in pro- 


ELECTRICAL WHOLESALING 


1M programs. Stewart-Warner photo. 


duction approximately fifty of these 
transmitters for which licenses and 
construction permits have been is- 
sued by the FCC. Many of these 
transmitters are scheduled for de- 
livery in the present year. There are 
ten television stations in operation 
in eight cities, and the eleventh will 
go on the air in Washington, D. C 
this month. 

New York, Philadelphia, Wash- 
ington, Schenectady, Detroit, Chi- 
St. Louis, and Los Angeles, 
with television stations already on 


cago, 


the air, represent links in eventual 


nation - wide television networks. 


The first of these networks should 
be in operation before 1950. The 
East will see the West, and the 


West will see the East. Television 
will project pictures across the 
», over the mountains and into 
the valleys. 


prairie 


It is natural today for the manu- 
facturer as well as the broadcaster 
to wonder what effect the ever-in- 
will 
have upon his established business. 

The ultimate effect upon the bal 
ance sheet and income statement of 


creasing interest in television 


manufacturer 
or broadcaster will depend upon his 
and The 
remained at the 
anvil, found that his forge went out, 
but the blacksmith who turned his 
shop into a garage prospered. In 
television, as in other fields of Amer- 


an established radio 


courage, wisdom action. 


blacksmith, who 


ican industry, the dynamic forces of 


competition will definitely assert 


themselves. 


While | 


foresee the ultimate fu- 
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Under batteries of floodlights this highly-trained crew of television cameramen and 
technicians record a program dramatizing new products. Westinghouse photo. 


sion of sound broadcasting with 
television, this, it is evident, will 


take years to achieve. Nevertheless, 
it is destined to come in radio, just 
as the combination of sight and 
sound came in motion pictures. 

Indeed, the time may come when 
an important broadcast program 
that we cannot see will seem as 
strange as a movie that we cannot 
hear. This does not mean that such 
a development is around the corner. 
Programs limited to sound and pre- 
pared through the techniques of 
sound broadcasting alone will con- 
tinue to serve the millions through 
many hours of the broadcasting pe- 
riod when the eye cannot be riveted 
on the television picture. 

Television, essentially, is a picture 
in motion. And there are motion 
picture people quite alive to the 
promise of television in the theater 
as well as in the home. Their thea- 
ters may soon be open to television 
equipment developed for service of 
the theater screen. These leaders of 
the film industry are among the few 
who did not shut their ears to sound, 
which came just in time to open a 
new vista for the then silent movies. 

There are many more, however, 
who are strangely indifferent to the 
new art—or perhaps they are wait- 
ing until television delivers itself on 
a silver platter to the motion picture 
industry. They have the know-how, 
the experience, and the talent for 
picture making, and their pride is 
understandable in view of the huge 
box-office they have experienced. 

But they tend to shut their eyes, 


as they once shut their ears, to an- 
other momentous electronic develop- 
ment—sound on film, They measure 
the impact of television on their 
own industry by comparing the en- 
tertainment values of the theater 
screen with the programs they see 
on the present television set. They 
are greatly mistaken. 

Television promises to develop an 
art form of its own, and the immedi- 
ate impact of television on theater 
attendance will come from the time- 
liness and dramatic interest of the 
event that television will bring to 
the home. 

But it would be folly to suppose 


that television will ever supplant the 
theater any more than radio has sup- 
planted the concert hall or the opera 
house. Broadcasting greatly multi- 
plied the audiences for both. Tele- 
vision can do as much for the movie 
theater. will tell whether a 
failure to face the facts is the best 
possible protection of studio invest 
ments and the theater box-office. 


Time 


In its technical aspect, television 
as a method of simultaneous distri 
bution of motion pictures to the 
theater may revolutionize the trade 
structure of the 
industry. 


motion picture 
Furthermore, it brings into view 
a new method of booking to thea 
ters the action of live talent, vaude- 
ville, drama, opera, sports and other 
events, simultaneously distributed to 
hundreds or 
theaters. 


thousands of movie 

There are interesting indications, 
that as television transmitters begin 
to spot the country, progressive in- 
dependent producers will see their 
opportunities not alone in terms of 
the present twenty thousand thea- 
ters, but of the many 
homes that may be eventually 
equipped with television. It may 
even be that such independent tele- 
vision production, financed by the 
same methods that presently exist in 
the movies, may flow to the theaters 
in full-length form, after exhibition 
on the air, instead of vice versa. 
That, projecting 
thoughts considerably into the fu- 


millions of 


however, is 





bination consoles. 


and FM receivers. 


May was 7,397,502. 





BOX SCORE 


FM-AM-Television Production First 5 Months, 1947 
FM-AM receivers produced by RMA members in May totalled 84,507, broken down 
as follows: 13,035 table models, 3,00! consoles, and 68,471 radio-phonograph com- 


During the first five months RMA set manufacturers have produced 368,939 AM-FM 


Television production in May was 8,690 as compared with 7,886 for the five-week 
April period and brought the year's total to 34,895. May's output consisted of 5,646 
radio table models, 1,706 consoles, and |,338 radio-phonograph combination consoles. 


Total radio set production by RMA members for the five months of 1947 through 


Following is the monthly breakdown of FM, television, and all set production for 


the year: 

Month FM-AM Television All Sets 
January (5 weeks).............. 51,318 5,437 1,564,171 
EE Grid at y ede oie ye eh ke eal 53,594 6,243 1,379,966 
AAs ee ers or 67,264 6,639 1,377,269 
ee GP Ws n.c ik ccescers anes 112,256 7,886 1,759,723 
ED sta are brntere 6s sliini anh era eterna 84,507 8,690 1,316,373 

0155.5 65 aes ete ae 368,939 34,895 7,397 ,502 


Figures from Radio Manufacturers Association, June 23, 1947. 
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ture concerning television. 

Meanwhile, manufacturers should 
not permit their enthusiasm for 
home and theater television to ob- 
scure the great possibilities of in- 
dustrial television. 

The television eye makes it pos 
sible to see anything, almost any- 
where. It can be used to observe 
dangerous chemical processes. It 
can be put into blast furnaces to 
permit the study of the flame. Tele 
vision brings a camera eye into 
mines and tunnels. It can be low 
ered into tank cars as well as into 
the depths of the sea. Fishermen 
may drop a television eye over the 
side to locate schools of fish and 
oyster beds. Explorers will scan 
marine life and the geology of the 
ocean floor. Wrecks at any depth 
will be observed from the decks of 
ships without endangering divers. 

Television presents a panoramic 
view. I envisage factory superin 
tendents at their desks overlooking 
their outlying plants, even those in 
distant cities, through television. 
Centralization of inspection is made 
possible; the assembly line can be 
observed at one or at many points, 
thus facilitating visual control of all 
operations. Coordination along the 
line is made possible; the delivery 
of parts can be watched and prop 
erly timed; movement of the belt 
can be regulated for utmost effi 
ciency and work performance can 
be surveyed and time-studied. 

[ foresee the department store 
manager at his desk, yet with his 
eye on the entire store. Intra-store 
television will present dramatic vis 
ual displays of merchandise. Seated 
in comfortable viewing salons, that 
may be known as “telesites,’” shop 
pers will see fashion shows and the 
goods on sale in all departments 
$y pushing buttons, executives will 
watch the functioning of their or 
ganizations. Television will provide 
a display window to the entire na 
tion; people will shop by television 
and then telephone their orders. 

Industrial electronics is a rela 
tively new field which already indi 
cates a continued growth and rapid 
expansion of incredible proportions 
It shows a promise of becoming one 
of the largest economic factors in 
the radio industry, for electronics, 
born of radio, is no longer the ex 
clusive servant of electrical commu 
nications. In fact, wherever heat 
and precise control are needed, ra- 
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Film and radio star Jeanette MacDonald can tune in low and high band FM, 
4M, short wave or phonograph with electronic reproducer. G.E. photo. 


dio-electronics comes into use at the 
same time enhancing the meaning 
of safety in industry. 

The radio industry, having had 
its production facilities greatly mul 
tiplied by the war, now must expand 
its markets both at home = and 
abroad and on the ever-broadening 
international horizons there are end 


less opportunities for radio through 
out the world. The radio manufa 

turer has every reason to be intet 

ested in and to promote world peace 
and world trade, and push on to 
new ventures, encourage research, 
create new methods, new devices 
and new services. 

Today, with the world praying 
for peace, we find ourselves in com- 
pletely new areas of thought anc 
action. We must keep these changed 
conditions constantly in mind as we 
plan for the future. It is of extreme 
importance, as we apply the new 
developments of radio and electron- 
ics to peacetime pursuits, that we do 
not lose sight of the continued re- 
lationship of science and industry to 
our national security. 

Radio research and invention, and 
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every new instrument should be 
constantly evaluated to determine 
their application to the strength and 
security of our country, as well as 
to its commercial progress. 

We go out to face new problems 
and changing conditions. By the ap- 
plication of intelligence, seasoned 
with the wisdom of experience, by 
courage and cooperation within this 
industry, manufacturers and broad- 
casters alike can focus on new op- 
portunities for progress. 

The radio industry along with 
other industries naturally is affected 
by political, social and economic 
conditions, at home and abroad. All 
of us can make constructive contri- 
butions toward the improvement of 
these basic factors. And given a 
reasonable measure of stability in 
these larger fields of human en- 
deavor, I believe that our industry 
may look to the future with confi- 
dence. 


*Excerpts from an address delivered at 
the annual convention of the Radio Man- 
ufacturers Association, Hotel Stevens, 
Chicago, June 12, 1947. 
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MANUFACTURING CO., Inc. 
BOSTON 26, MASS. 
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“Lifetime” = * 


WIRING DEVICES — 


All Slater units reflect 
the quality that 


earned them the name 


has 


of “Lifetime” Wiring De- 
vices. Their design, ma- 
terial and workmanship 
rate high in customer 
satisfaction. 
recommend a_ “Slater 


You can 


product for any applica- 
tion — with confidence 
that it will give quality 
performance. 








Residential Type—Totally Enclosed 


TOGGLE SWITCH 


T-Rated: 10 Amps.—125 V. 
5 Amps.—250 V. 





No. 400-SP — BROWN 
BAKELITE 


Available in Ivory 


No. 403 — THREE-WAY 
BROWN BAKELITE 


Available in Ivory 


Listed as standard by 
Underwriters’ Laboratories, Inc. 








DUPLEX RECEPTACLE 


Side Wired 


Rating: 15 Amps.—125 V. 
10 Amps.—250 V. 


No. 300 BROWN BAKELITE 
No. 300-1 IVORY BAKELITE 


WRITE FOR CATALOG SHEETS 


REPRESENTATIVES 
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Listed as standard by 
Underwriters’ Laboratories, Inc. 


DISTRIBUTED THROUGH LEADING 
WHOLESALERS 


* WEG. CONG sein STREET & 37th AVE. 


WOODSIDE, N.Y. - 


1M PREINCEPAL CiTtEes 


+ 
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(Continued from page 71) 


often, the two lighting executives said. 
Don P. 
Lighting Center, Sylvania Electric Prod- 


Caverly, director, Sylvania 
ucts, Inc, reviewed the many sources of 
illumination from which the store ownet 
can select the lighting best suited to his 
specific problem. 

Other talks at the Modern Store Light 


ing clinics were given by Kenneth C. 
Welch, vice president, Grand Rapids 
Store Equipment Co., and Jose Fernan 


dez of the American Institute of Archi 
tects. 

“Store modernization is essentially a 
promotional measure in a store,” Benja- 
min H. Gordon, chief, Office of Domestic 
Commerce, U. S. Department of Com 
merce, said in the opening address of the 
show. 
fold 


store 


“Store modernization has a three- 
purpose: 1. To produce a larger 
trafic; 2. to stimulate 
more attractive and more action-getting 
to facilitate a 
smoother flow of operations on the sell 


sales by 


merchandise display; 3. 


ing floor, in the receiving, storage and 
shipping operation, and in the flow of 
paper work,” Mr. Gordon said. 

He 
cases 


been 


pointed out that in practically all 


of modernization that have 
planned and executed, 
has been a favorable result to the 


in one or all of the above objec- 


store 
effectively 
there 
store 
tives. 

“The tremendrus importance and effec- 
tiveness of display as it applies to the 
potent force of impulse buying is a sell- 
ing principle that must be developed and 
emphasized, especially in a competitive 
market. Proper fixtures, equipment and 
layout all contribute to this end,” Mr. 
Gordon concluded. 


| Television Now Reaches 


Market of 25,000,000 


WASHINGTON — Nearly 25,000,000 
people in eight metropolitan markets are 
within range of television broadcasts, Dan 
Halpin, RCA Victor television receiver 
sales manager recently told members of 
the Electric Institute of Washington. 

To stimulate sales of television receiv- 
ers, Mr. Halpin suggested that the mem- 
bers follow these sales tips: Sell only 
to customers living where good reception 
is possible; direct sales efforts at public 
places where the receivers sell them- 
selves by demonstration ; invite organiza- 
tions for special demonstrations; keep 
stores Open evenings when programs are 
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on the air; have a set operating in the 
show window; use direct mail and allow 
selected customers to preview new models 
before public announcement is made; 
seek out particular local and specialized 
appeals in your city or neighborhood. 


Six Month Search Nets 
Warehouse for Wholesaler 


NEW YORK—Murray Ganzer, vice 
president and secretary of Erb Electrical 
Supply Co., in this city, recently an- 
nounced that the company has a new 
warehouse at 404-06 W. 15th Street, New 
York City. 

While watching three trucks shuttle 
back and forth carrying boxes of elec- 
trical supplies, conduit, cable, etc., from 
the main office and showrooms to the new 
warehouse, Mr. Ganzer explained that 
due to the serious shortage of warehouse 
space since the war, his organization has 
been forced to use its showrooms as a 
temporary storage for supplies. 

Mr. Ganzer is looking forward to the 
time when all supplies will be removed 
from the showrooms and the attractive 
displays featured by Erb Electrical Sup- 
ply Co. before the war in its showrooms 
can be arranged once again. 

The new warehouse was found after 
an intensive search of over six months. 
It is a modern, all-brick building and 
provides 5000 square feet of space. Two 
entrances with rolling overhead doors and 
a ceiling height of 20 feet will allow 
trucks to drive into the warehouse to 
load and unload supplies. 

Mr. Ganzer started in the electrical 
wholesaling business in 1920 with the 
Morison Electric Company, eventually 
becoming sales manager for that organi- 
zation. As a member of the Electrical 
Board of Trade in New York City, Mr. 
Ganzer has given many hours advising 
veterans interested in establishing a 
wholesale or retail electrical business. 








INTRODUCING two new men at the 
Westinghouse Electric Supply Company 
branch in Tacoma, Wash., E. M. Me- 
Bratney (center), branch manager, poses 
with Carter E. Butts (left), former ap- 
pliance salesman at the Seattle office who 
is now appliance sales manager at Ta- 
coma, and Wilbur F. Fillinger, new branch 
Stores manager. 





TWO SIMPLE STEPS 
WITHOUT TOOLS 





PAIGE ‘50 


That's all there's to it... when you use this safe, sure, simple connector! 
The few seconds operation requires just a press of the thumb to snap the 
Paige into position—push the cable through and it's there to stay, 
without lock nuts or screws. For removal you just press connector together 
with pliers and draw through knock-out of box. It's foolproof, economical 
and practical, made of .025 gauge spring steel, plated against corrosion. 
Designed to fit cable sizes: 14-2, 12-2, 12-3, 10-2. 


Saves Time+ Saves Work+ Saves Money 
Local jobbers write to nearest Paige Representative: 
National Representative: Allied Electrical Manufacturing Corporation 


Paige Electrical Products Corp., One North La Salle St., Chicago 2, Illinois 
A & S Equipment Company 4 West Roy Street, Seattle, Washington 
Kenenth Anderson Co. 412 Seaton Street, Los Angeles 13, California 
F. M. Nicholas Co. 1123 Harrison Street, San Francisco 3, California 
D. H. Sluman & Company 110 West 13th Avenue, Denver 4, Colorado 
Dan R. Schwab 89 South 10th Street, Minneapolis 2, Minnesota 
William B. Terry Organizations, Inc. 618 W. 26th St., Kansas City 8, Mo. 
NuRo Company 414 Houston Building, San Antonio, Texas 
W.H. Berry, Jr. 88 Pryor Street, S. W., Atlanta 3, Georgia 
H. B. Fitzwilliam 444 New Center Building, Detroit 2, Michigan 


Manufactured by 


PAIGE ELECTRICAL PRODUCTS CORP. 
Distributed by 
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RAD BESTOS 
ee. 





en ‘ FREE PARKING SPACE for visitors to 

Expanded facilities in our new factory make it possible for the Boston headquarters of the Massa- 

sda chusetts Gas & Electric Light Suppl 

us to offer RADIBESTOS WIRE to additional customers. Ca. hen cnvatiiy-taen conihiated pred 

intersection of Traverse and Friend 

——* : = Streets, diagonally across from the com- 

Users of asbestos covered wire—either solid or stranded pungfe sk, fae te Shite dpa Fe A. 

will find that RADIBESTOS WIRE will meet their every owner of the Kirk Electric Co., Manches- 

: ‘i | ter, N. H., is welcomed by Arnold Bron- 

requirement for highest quality, neat appearance and stein, appliance sales manager of Mass. 

d bili Gas & Electric Light Supply Co., as the 

ura lity. company’s first visitor in the new park- 
ing area, 


High manufacturing standards and careful inspection safe- 
guard RADIBESTOS WIRE quality and guarantee its uni- 
formity. 





Tell us your needs and let us submit samples and quotations. 
Program Announced For 
| Lighting Exposition 


CHICAGO—The Exposition Operat- 
ing Committee for the Second Interna- 
The sample card illustrated | tional Lighting Exposition and Confer- 
here contains nine different OF ty | ence to be held in Chicago on November 

” ——<e 3-7 recently announced the first details 
styles of of the 5-day program 

“Through a series of five morning con 
ferences beginning November 3,” W. P. 

RADIBESTOS WIRE. Lowell, chairman of the program com- 
mittee announced, “the Exposition will 
Write for one today. 7708 sa, omer * all a meuneien “ industrial 
y and commercial lighting a program de- 
signed to help answer the question with 
which both user and seller are vitally 
concerned today—‘How to Plan Today 
for Tomorrow’s Lighting.” The remark- 
é able advancements in lighting equipment 
LOOK FOR ) rR. |} and in the science of seeing during the 
j past few years are today evident as 
never before,’ Mr. Lowell said. 


The opening conference session at 


10:30 a.m. on Monday, November 3 will 
be devoted to the presentation and dis- 
cussion of the winning entries in the 


Exposition-sponsored Merit Award Com- 


QaNY - petition on the subject, “What Planned 


2800 EAST 55TH STREET - CLEVELAND, OHIO Lighting Can Do.” an 
Y ‘What's New in Lighting and How 


to Utilize These Developments” will be 
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the subject for the Tuesday morning 
session under the chairmanship of R. W. 
Staud, president-elect of the Illuminat- 
ing Engineering Society and an executive 
of Benjamin Electric Manufacturing Co. 

Merill Skinner, Union Electric of Mis- 
souri, will be chairman for the Wednes- 
day conference which will consider, “In- 
dustry Plans for Lighting Promotion.” 

Chairman for the Thursday confer- 
ence, “How the Electrical Wholesaler 
Can Increase His Lighting Sales,” will 
be C. G. Pyle, managing director, 
N.E.W.A. Axel Kahn, district manager, 
General Electric Supply Corp., H. P. 





Litchfield, assistant general sales mana 
ger, Graybar Electric Co. J. M. Me- 
Kibben, assistant to vice president, West- 
inghouse Electric Corp., and another 
speaker to be announced later will pre- 
sent the latest developments in market- 
ing, planning and merchandising light- 
ing equipment and training salesmen to 
properly present the Planned Lighting 
method. 

W. T. Stuart, editor of Electrical Con- 
struction and Maintenance, will be chair- 
man for the final conference session. The | 
ee scan’ =| EXPLOSION-PROOF FIXTURES ano FITTINGS 
Electrical Contractor, Man in the 


Key 





Lighting Plan.” 


<4 

4 Sav “RUSSELL & STOLL and you 

think of “EXPLOSION. PROOF” 
ise ry 

. a combination known through- 

out the industry. Install RUSSELL 





& STOLL Explosion Proof Fix- 
tures and Fittings and be assured 
of the highest standard quality 
with resultant dependable service 
and long life. 


RUSSELL & STOLL Fixtures and 
Fittings, for all outdoor and haz- 
ardo's areas, are precision-built 
to withstand the toughest service 
conditions . . . whether meeting 
the abuse of extreme climatic con- 
ditions, vapors, dust, or explosive 


gases. 


The well-known RUSSELL & 
STOLL EVER-LOK wiring de- 
vices prevent accidental interrup- 
tion for the life of the job. All 
units afford a high degree of in- 
terchangeability, and are designed 
: for easy installati ‘ iri 
WHETHER the fare is five cents or see ” tallation and ae 
eight cents, New York City residents will ars 7; : “ A descriptive and illustrated 

be riding in new subway cars next year Fit —_ ‘ 108 page catalog H47-4 gives 
similar to the one pictured above. The ae —_ pertinent information. Write for 
first of about 650 new metropolitan cars, — your copy 
it is illuminated entirely by fluorescent 4 ; head. 
type lighting. Continuous rows of instant- eee ee ” 

starting cold cathode fluorescent lamps, so ia ee I : 

: : ‘ ; bod Th h El | Whol r 
especially developed for this use by Syl- Ss oes if ae Sold Throug aint CeIn 
vania Electric Products, Inc., furnish Be dye ae (Rae SALES OFFICES 
twice as much light as in present redeco- : x hom aN PRINCIPAL CITIES 
rated cars, while shorter lengths of the ae ay : 
same type tubing, illuminate destination 


signs. The model car contains twenty- 
four 72-inch cold cathode K lamps which RUSSELL & STOLL COMPANY, INC. 
are shielded by directional type glass dif- Precision-Built Electrical Equipment 


fusing panels and operate on 600 volts 
direct current. 125 BARCLAY STREET, NEW YORK 7, N. Y. 





on business letter- 
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e Over the years the men who string and maintain 
the nation’s power and communication lines have 
come to know and rely on Klein Pliers. That's why 
you will find Klein Pliers in the hands of the man on 
the pole—why linemen are Kleinmen. 

And there’s good reason back of this preference for 
these quality tools. Drop forged from fine alloy steel, 
each pair individually tempered and tested, Kleins 


have just the proper balance... just the right spring 
to the handles to minimize hand fatigue. A fitted hinge 
keeps jaws perfectly aligned ...carefully matched 


knives stay keen. 
Keep Klein Pliers on order—your supplier will 
meet your requirements as soon as possible. 
{ copy of the Klein Pocket 
Ask Your Supplier Tool Guide, showing the 
Klein line and containing 


valuable tool information, 
Standard Electric Corp., New York will be sent on request. 


Since 1857 


Mathias EIN & Sons 


Established 1857 Chicago, Ill., U.S.A. 


o FP“ MONT AVENUE, CHICAGO 18, ILLINOIS 


Foreign Distributor: International 
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Curtis Lighting, Inc., 
Observes 50th Anniversary 


\ fiftieth anniversary is being cele- 
brated this year by Curtis Lighting, Inc., 
Chicago, I!linois, manufacturer of com- 
mercial fluorescent and incandescent lumi- 
naires. In 1897, Augustus D. Curtis and 
his associates formed the National “X- 
Ray” Reflector Co. to promote the sale 
of the newly invented “X-Ray” silver 
mirror reflector. The National “X-Ray” 
Reflector Company was an outgrowth of 
the still older Curtis-Leger Fixture Com- 
pany which made show window and dis- 
play fixtures 

In 1924, the name of the National 
“X-Ray” Reflector Company was changed 
to Curtis Lighting, Inc. In the earlier 
days of the National “X-Ray” Reflector 
Co., show window lighting was its prin 
cipal business. However, the company 
soon branched out into the commercial 

1 industrial lighting field. After the in- 
troduction of indirect lighting (the orig- 
inal demonstration of the practical indi- 
rect lighting system was made by Mr. 
Curtis before a meeting of the Chicago 
section of the Illuminating Engineering 
Society in 1908) this rapidly became the 
company’s most important field. 

The present officers of the company 
include: M. C. Wilt, president; G. T. 
Morrow, vice president in charge of 
sales; L. N. West, secretary-treasurer ; 
L. H. Graves, vice president. Mr. Wilt 
was formerly managing director of Cur- 
tis Lighting’s Canadian subsidiary, Cur- 
tis Lighting of Canada, Ltd. The found- 
ers two sons, Kenneth Curtis and Darwin 
Curtis, are still active; Darwin Curtis is 
chairman of the board of directors and 
Kenneth Curtis is chairman of the advis- 
ory committee. 








PRESIDENT of N.E.W.A., E. B. Ingra- 
ham, was a recent visitor at the General 
Electric Lighting Institute, Nela Park, 
Cleveland. Mr. Ingraham (center) is be- 
ing shown through the Institute’s “lamp 
gallery” by C. M. Cutler (left) and A. B. 
Oday (right) of the Engineering Division 
at Nela Park. 
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AUSTIS S. REGER is operating manager 
for the General Electric Supply Corp., 
Tacoma, Wash. Mr. Reger was formerly 
warehouse foreman at the district head- 
quarters in Seattle. Other changes at the 
Tacoma branch include the appointment 
of Kenneth Taylor as supply salesman 
and Dan Grinder as appliance salesman. 





New Pacific Coast Firm to 
Make Fluorescent Fixtures 


Slimline commercial and __ industria! 


units will be the first products produced 
at the Allen 
Manufacturing Company, manufacturers 
of fluorescent lighting 13452 
West Washington Blvd., Venice, Califor- 
nia. 
E. Allen and Robert E 

Mr. Allen spent many years in the elec- 


newly-formed and Olsen 


nxtures, 


The new firm is headed by Clyde 


Olsen 


trical appliance industry, including manu- 


facturing and wholesale distribution in 
San Francisco. Mr. Olsen has been en- 
gaged in the manufacturing business in 


the Los Angeles area for the past thirty 
years. 


Product Group Formed 
As Section of N.E.M.A. 


NEW YORK—The National Ele 
trical Manufacturers Association recent 
announced that a new electrical product 
group has been formed in the associatior 
to be known as the Induction and Diele 


The new 


tric Heating Apparatus Sectior 
group is made up of eleven companies 


1 1 
wnoicn 


are nationally recognized ler 
1 the young and rapidly expanding in 
dustry that manufactures apparatus for 
induction and dielectric heating 
Dr. H. B. Osborn, Jr., sales manager, | 
Tocc Division, The Ohio Crankshaf 
Company, Cleveland, is chairman of the 
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KNIGHT Patented 
Outlet Boxes and Accessories 


Knight Patented Outlet Boxes save valuable time on 
the job because no special couplings are needed and pipe 
bending is kept to a minimum. The unique design of the 
mounting lugs simplifies installing in awkward places, and 
their rugged, safe construction conforms to the requirements 
of all local building codes. Knight Patented Outlet Boxes are 
standard equipment in many famous buildings and struc- 
tural projects. 


As owners of significant basic patents and developers 
of special equipment, the Knight Electrical Products Corpo- 
ration has made its trade mark a symbol of quality plus 
economy in the electrical construction and building indus- 
tries. Send for a free catalog today and learn how the 
famous Knight line can save you money. 


Concrete Outlet Boxes, Hung Ceiling Boxes, 
Square and Octagon Boxes, Gang Boxes, Raised 





Gang Box Covers, Door Buck Box Supports, 
Thin Wall Partition Boxes, Adjustable Octagon 
Extension Rings, Vertical and Horizontal |-Beam 


Clamp Box Supports, Etc. 


KNIGHT 


ELECTRICAL PRODUCTS CORP. 
1357-63 Atlantic Ave., Brooklyn 16, N. Y. 
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backed by 
powerful. sales 














LOOK at this—an improved-oitduct ee 
promoted by an extensive advertising 
and selling program ... big demand... 
prompt delivery . . . good profit margin 
—a “ground floor” opportunity for in- 
creased business. 


Here’s Where YOU Come in 


Every phase of this Ideal campaign is 
based on a policy of selling exclusively 
through wholesalers. Advertising, follow- 
ups, and factory co-operation are all 
planned to help the wholesaler’s sales- 
men get more orders. 


Sales-Making Features 


The Ideal Cleaner offers outstanding ad- 

vantages that your customers will readily 

recognize— versatility . . . lighter weight 

... perfect balance ... greater power. 
Write for New Bulletin BB-647 on In- 

dustrial Cleaners. 

IDEAL INDUSTRIES, Inc. 

Successor to Ideal Commutator Dresser Co. 


1047 Park Avenue Sycamore, Illinois 


+ 
Caria 


spent 





MODEL 
® BLOWS \ 
® VACUUMS / 


ae 


7 


Blower nozzle, stand- j 
ard. Attachments for 
vacuum cleaning, 


( spraying and drying 
\ are extra. ) 
a a 

be oe _———— 
HEAVY DUTY 


14%, H.P. continuous-duty motor; 
complete unit weighs only 142 
lbs. 


MEDIUM DUTY 


24 H.P. continuous-dutv motor; 
total weight, 91 lbs. 


} cable 


Extra Profits \ 
on Attachments 





group. C. W. Miller, sales manager, 
Industrial Electronics Division, Westing- 
house Electric Corp., Baltimore, Md., is 
vice 

“The section was formed,” Dr. Osborn 
pointed out, “to insure greater benefits to 
the user of high-frequency heating equip- 
ment, as well as the manufacturer. These, 
we feel, can best be achieved through a 
pooling of ideas. 


chairman. 


The section, for exam- 
ple, will set up equipment standards and 
ratings, and 


safety and 


many other factors also pointing the way 


requirements, 


to greater efficiency, increased production, 


lower costs, faster deliveries and im- 


pre ved service.” 


U. S. Rubber Company 
Names District Engineer 


The and department of 
United States Rubber Company recently 
announced the 


wire cable 


appointment of George 
E. Hubrig as southwestern district engi- 
neer with headquarters in Kansas City. 

Mr. 
with the Phillips Petroleum Company as 
senior engineer and staff assistant in the 


Hubrig was formerly associated 


Before 
joining Phillips Petroleum he was asso- 
ciated with the electrical and telephone 


company’s Kansas City refinery. 


| industries. 


In his new position with U. S. Rubber 
he will have supervision over wire and 
engineering in the company’s 
branches at Kansas City, Denver, Omaha, 
St. Louis and Tulsa. 











NEW AND SIMPLIFIED light calcula- 
tor, the Champion Lightrule, has been 
developed by the Champion Lamp Works, 
| Lynn, Mass. A single setting of the slide 
|rule gives the user the foot candles, 
lumens required per lamp or fixture, or 
area per lamp or fixture. Reverse side of 
rule contains table which gives quick 
| determination of room indexes for varions 
| room sizes and fixture mounting heights, 
| saaedher with an illustrated chart that 
| indicates the applicable fixture types and 
| coefficients of utilization. 
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YAKIMA, WASH., is the address of a 
new branch established by Westinghouse 
Electric Supply Company. First electrical 
wholesale supply house to locate in Yaki- 
ma, the company starts out in a new 
building (above photo) with 8,500 sq. ft. 
of space. Lower photo: William M. 
Jewell, North Pacific district manager, 
congratulates J. R. Wells, formerly man- 
ager of the Tacoma branch who has been 
named manager of the new outlet. 





Extended Operating Range 
For G.E. Slimline Lamps 


Fol'owing extensive laboratory and 
field researches, the Lamp Department 
of the General Electric Company re- 
cently announced that the operating 
range of its slimline lamps has _ been 
extended to 300 milliamperes, with no 
change in rated lamp life. 

Previously, the slimline lamps, rang 
ing up to eight feet in length, had a cur- 
rent range of 100 to 200 milliamperes. 
The extended current range applies to 
all General Electric slimline lamps now 
in stock, 

More light per foot is obtained by 
increasing the current rating of the lamp. 
According to General Electric lighting 
specialists, operation of the slimline lamps 
at the higher current ratings will be 
found particularly applicable for indus- 
trial and commercial lighting fixtures, 
and in show cases, wall cases, show 
window lighting or wherever high light 
output per foot of lamp is paramount. 

In order to put more current through 
the slimline lamps, it is necessary to use 
ballasts made especially for this higher 
rating. Ballast manufacturers have been 
notified by the General Electric Com- 
pany that its slimline lamps can operate 
at the higher current level and it is ex- 
pected that new ballasts soon will be an- 
nounced in response to customer demand. 














The Stocklite is finished in permanent 
porcelain enamel; easy to keep clean. 





Mock wong. 


Busy little reflector! For the job of 
illuminating stock rooms has a lot 
of angles—and the Stocklite works 
them all. 

It starts by getting the utmost efh- 
ciency out of the lamp—by working 
harder—in the right directions. It 
distributes the light in a way that 
prevents wasting it where it isn’t 
needed. Light is directed to the 
sides to build up intensities where 
it counts most—on shelves from top 
to bottom row, and into bin inte- 
riors. Iteliminates glare, yetenables 
workers to read fine print or small 
parts numbers anywhere in the 
aisle. This means more expeditious 
handling of orders, fewer mistakes. 

If you have a stock room to illu- 
minate, write for Bulletin 91! 


Sold Mont Electrical Wholesalers 
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‘Fitting 


. — 
ee 


because every 


contractor knows 


| CEDNEY 





Not because we tell them so, but be- Consistent advertising to the trade in 
cause we have built user acceptance leading magazines . . . complete, easy- 
for GEDNEY fittings ON THEIR  to-use catalogs and manuals... and 
MERITS.. This is important to whole. modern merchandising combine to 
salers seeking stock lines which require form buying attitudes in favor of 
little, if any, extra sales effort to move GEDNEY whenever fittings are con- 
goods. GEDNEY fittings—a complete sidered. Point-of-sale effectiveness is as- 
line, built of high grade malleable iron sured by packages imprinted with the 
to exacting standards of design, fabri- familiar all-over GEDNEY trade mark 
cation, inspection and packaging— _ pattern. All packages are labeled for 
have been pre-sold to users in the entire instant identification of contents for 


electrical market. the convenience of user and jobber. 


if GEDNEY fittings are not yet on your shelves, 
send for complete literature and information. 














FITTINGS... FIT! 4 








LORENZ CO., electrical wholesaling 
firm in Klamath Falls, Ore., recently an- 
nounced the promotion of C. A. Griffin 
(left), to the position of general sales 
manager. He will supervise all sales 
activities and sales promotion for the 
company. J. C. Strong (right), has been 
made resident salesman for the company 
at Alturas, Calif. 





Staff Changes Announced 
For Graybar’s NW District 


SEATTLE—Edwin (Ed) J Des 
Camp, for many years with Graybar 
Electric Co. in the Northwestern Dis 
trict with headquarters in Seattle, will 
devote all his time to Graybar’s expansion 
program with special reference to power 
apparatus business, it was announced 
here recently. Mr. Des Camp, who has 
built up a wide experience and made a 
host of friends in the Seattle area, is 
turning over direction of the outside con- 
struction lines to his assistant, R. J 
Carlson. Mr. Carlson will have the title 
of manager of outside construction sales 

Mr. Des Camp has had years of experi- 
ence in power apparatus application and 
is looking forward to giving customers 
in future even more service than he has 
in the past. His title will be manager of 
power apparatus sales 

Additional news in the Seattle office of 
the Graybar Electric Co. is that Ernest 
M. Bovee has been appointed manager of 
hearing aid and radio sales for the 
Northwestern district. 


Sarnoff Addresses Radio 
Manufacturers Convention 
CHICAGO—“Today, the radio indus 


try is on the threshold of three great 


new markets—FM, television and elec 


Pe tronics—while _ the older markets for 
; : standard broadcast receivers and combi 
SOLD ONLY THRU WHOLESALERS WRITE FOR NEW CATALOG TODAY nation instruments are still fertile,”” Da- 
vid Sarnoff, president of the Radio Corp 
of America, told the 23rd annual con- 
GEDNEY ELECTRIC co. vention of the Radio Manufacturers As 
: FOUNDRY, FACTORY & SHIPPING POINT: TERRYVILLE, CONN. ‘ sociation recently held in this city 

ate RKO BLDG., RADIO CITY, NEW YORK 20, N.Y. e Mr. Sarnoff, delivering the prinicpal 
ate a an Sh se a address, said that the future presented 
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unlimited opportunities for the expansion 

f the radio industry through standard 
broadcasting, FM, industrial electronics 
nd foreign trade. 

Max F. Balcom, vice president and 
treasurer of Sylvania Electric Products, 
Inc., was elected president of the asso- 
ciation succeeding R. C. Cosgrove, gen 
eral manager of the Crosley Division, 
Avco Corp., who served for three years. 
Leslie Muter was re-elected treasurer of 
the association for the thirteenth time. 

Other action by the convention in- 
cluded the appointment of a special com- 
mittee to arrange for a survey of the 
sales of radio sets on a monthly basis. 
The convention appropriated $20,000 to 
be used for promotional material for 
dealers and broadcasters in National 


Radio Week. 


Ward Leonard Electric Co. 
Appoints Representative 


MOUNT VERNON, N. Y.—Ward 
Leonard Electric Company of this city 
recently announced the appointment of 
Durling Electric Company, 2002 St. Paul 
Street, Baltimore, Md., as its represen- 
tative in Virginia, south central Penn- 
sylvania, Maryland, except for the Wash- 
ington area, and Delaware south of Wil- 
mington. 





MAX F. BALCOM, vice president and 
treasurer of Sylvania Electric was recent- 
ly elected president of the Radio Manu- 
facturers Association. He has been active 
in R.M.A. for the past twelve years, 
serving as vice president for two separate 
terms and as a board member for the past 
five years. His association with the elec- 
tric industry began in 1918 when he joined 
the staff of Novelty Incandescent Lamp 
Company, predecessor company of Syl- 
vania Electric, as purchasing agent. 














FULLMAN 


PRODUCTS 


p Se 4010) B10) 45. WIRING SPECIALTIES 








“Bull Dog" 


Insulator Support 


“Bull Dog'' Supports are 
safe and efficient for fast- 
ening porcelain or glass 
insulators to exposed steel 
framework. Four sizes, from No. 471 “Latrobe” 

° te hy 2 

No. 280 Nozzle with I" to 2!/2"". Pipe or Conduit Hanger 


No. 200 Cover Plate Of highest grade malleable iron, and 


10 Amp. 250 Volt Receptacle in Brass cadmium plated, the No. 470 is un- 
Housing, mounted on '/,"" brass pipe excelled for hanging '/)'', 3%4"' and | 
extension 3'' long—longer extension if pipe or conduit to steel beams up to 
desired, ¥"" thick. 


THE COMPLETE LINE 


"Latrobe" products offer the complete line of adjustable and non-adjustable, 
single gang and multiple gang, watertight floor boxes—and all allied 
products. 

"Latrobe" products are easy to install. They are adaptable, economical 
and thoroughly dependable. 


“Bull Dog™ 
BX Cable Staples 


Millions of these high quality, 
dependable staples are now in 
use Packed in cartons, kegs or 

















barrels. 
a oe See No. 110 “Latrobe” 

4 oo _ —. , Watertight Box 
Adjustable and watertig or in- . , : 
stallation in concrete or wood-fin- Sold Only ee ae i ee 
ished concrete floors. Furnished Through making for anciie installation and 
with M/s Cover +~ =~ on Wholesalers trouble-free service. 208 Recep- 
and large Adjusting Ring No. . tacle. Cover plate 3!/)" diameter. 

No. 284 Nozzle with 

No. 200 Cover Plate No. 252-R Two Gang Bo 
Neat, compact-fitting, and extremely dur- jn on ae Sete a has Bar 
able, this Duplex Receptacle Nozzle is °. omg P rv 4 4, - ms ne 
furnished with either '/."" or 34"" brass pipe —_ K ate a 4 rass ug; 
extension. other has 2 ush Brass Plug. 


FULLMAN MANUFACTURING CO. 


LATROBE . . . PENNSYLVANIA 
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CRESCENT 


ABC ARMORED CABLE 


Has These Improved 
Features Which Result in 
INCREASED SAFETY 


and 


LOWER COST 


<= Bond Strip Under Armor 


Permanently low armor resistance is provided in sizes 
No. 14 and 12 AWG by use of a flattened, bonding 
wire which is in contact with the under side of each 
convolution. These sizes now are smaller and lighter 
since they use the smaller diameter Type R_ con- 
ductors of the 1947 National Electrical Code. 


Prefabricated Break Lines 


The Cut Mark (at 1%” intervals) shows the location 


of a prefabricated breaking line inside the armor. 
Only a few strokes of a file guided by the Cut Mark 
are required to cut through one outer ridge, and a 
bend by hand severs the armor. This results in a 
clean separation with no sharp edge—a safer, easier 
and faster job. The prefabricated breaking lines 
are so designed that there is no reduction in tensile 
strength, bending quality, crushing resistance and 
electrical conductivity of armor. 








The Armored Cable Industry is celebrating its 50th Anni- 
versary. In the last 20 years alone over SIX BILLION 
FEET of Armored Cable have been installed. 











CRESCENT, 
WIRE and CABLE \ 


CRESCENT INSULATED WIRE & CABLE CO. 


TRENTON, N. J. 


>) 
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| G. T. MORROW, vice president in charge 


of sales for Curtis Lighting, Inc., has 
been elected president of the Chicago 
Sales Executives Club for the 1947-48 
term. Mr. Morrow is well known in the 
electrical industry and is chairman of the 
advisory board of Fleur-O-Lier, an asso- 
ciation of fixture manufacturers sponsor- 
ing certified lighting equipment for the 
buyers’ guidance. Mr. Morrow joined the 
Curtis organization as a sales representa- 
tive in 1922. 





Representative Appointed 


By Accurate Mfg. Co. 


Accurate Manufacturing Company, 
Garfield, N. J., manufacturer of friction 
and rubber tapes, recently announced the 
appointment of James T. Heagarty, Lib- 
erty Title & Trust Building, Philadel- 
phia, as sales representative in eastern 
Pennsylvania, District of Columbia and 
the State of Maryland. 


Film Depicts “‘Tour”’ of 


G.E. Lighting Institute 


CLEVELAND—Because of interest in 
its General Electric Lighting Institute at 
Nela Park, Cleveland, the General Elec- 
tric Lamp Department has prepared a 
special, sound slide-film “tour” which 
will be made available to the lighting 
trade and_ selected public audiences 
through its sales district offices in the 
coming months. 

In full color, and with a personal tour 
“voice-conducted” by Arthur Godfrey, 
CBS commentator, the 30-minute slide 
film entitled “A Picture Journey Through 
the General Electric Lighting Institute” 
makes a thorough, although rapid inspec- 
tion of the G. E. Lighting Institute which 
has been completely done over after being 
closed during the war. 

In typical Arthur Godfrey narrative 
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style, the audience will have its attention 
directed lightly and skillfully to the fea- 
ture attractions at the General Electric 


Whither 


SOUND RECORDER or SEMI-TRAILER 


Lighting Institute which sometimes 


Ss 


referred to as the “classroom at the 


University of Light.” 


Officers Named for 
League Adequate Wiring | 


Dudley W. Rice, manager of surface | 
raceway sales for National Electric 
Products Corp., Pittsburgh, has accepted 
the chairmanship of the Electric League 
of Western Pennsylvania committee on 
adequate wiring. The previous chairman 
of this committee was C. M. Fife, West 


Penn Power Co. Photo Courtesy Reeves Sound Studios, 
New York City. 


SOUND RECORDER — Reeves “Sixteen” 
16-mm Sound Recorder with cover removed, 
carries a double row of Type “P” Plugs and 
Receptacles. 





Photo Courtesy Mustang Trailer Co., 
Houston, Texas 


SEMI-TRAILER — Hookup between truck 


and semi-trailer. Top fitting is for air line, 
lower, Cannon Electric Type XL Plug and 
Receptacle. 


$ 
New Firm Established to | ¢ ith 
Make Electrical Supplies | AH Ww 


ATLANTA, GEORGIA—The B & C luq 


Metal Stamping Company, a new indus- 


trial firm organized recently by four C A ma ad oO od 


Atlantans, has begun construction of a 





Vice chairman of the adequate wiring 
committee is L. T. Pearson, General 


Electric Supply Corp., Pittsburgh 








$250,000 steel fabricating plant in East 
Point, Georgia. The firm will manufac- | 
ture electrical supplies, including such | | 
items as junction, fuse and switch boxes | | 
The products will be designed for both | 
domestic and commercial use 7 
The new concern is headed by George | l 
W. Beggs, W. L. Huff, Sam Crowe and | | 
J. l. Fisher, all of Atlanta | P-14 Reependte P-CG-15 Plug | XL-3-14 Receptacle XL-3-11 Plug 
The plant with 1,500 square feet of List from $2.50 (List from $5.20 | List $1.00 List $1.25) 
floor space is expected to be completed re wae | 
early next Fall. TYPE "P”—Made inavariety |! TYPE ‘'XL’’—This new series of 
of shells, Type “P” Series compris- | small general utility connectors is 
es six insert arrangements with 2, | available in one insert of three 
3, 4,5 and 6 30-amp. contacts | 15-amp. contacts for No. 14 B&S 
for No. 10 B&S stranded wire, | stranded wire. Originally de- 
and one eight 15-amp. insert for | signed for sound— photo pictures 
No. 14 B&S stranded wire. its use on trucks and trailers. 


TYPES “P” AND “XL” ARE AVAILABLE DIRECT FROM MORE THAN 125 
CANNON ELECTRIC DISTRIBUTORS LOCATED IN ALL PARTS OF THE U.S.A, 


NEW EDITION C-46-A CATALOG—For a com- 
plete survey of the majority of Cannon Electric 
products, send for this C-46-A Catalog, con- 
taining prices on many items. Also included are 
the names and addresses of distributors where 
Types P, O, X, XK, XL and TQ may be purchased 
directly from stock. Write Department E-362. 





foment: fe), matt ile 


LAUNCHING a new wholesale house CANNON 


—Kahant Electrical Supply Co. opened ELECTRIC D E V E L © | PM E | T Cc @] M p A | Y 


July 1st on Route 6, Dover, N. J. Presi- 


dent of the new establishment is Ted 3209 Humboldt Street, Los Angeles 31, California 
Kahant (second from left in photo). Other 
officers are: Charles Gabrielson, vice 





Canada & British Empire — Cannon Electric Co., Ltd., Toronto, Ontario © World Export 
president; Andrew Crummy, secretary, Agents (excepting British Empire) Frazar & Hansen, 301 Clay St., San Francisco 11, Calif. 
and John Burt, treasurer. 
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“Y a. 


FOR PERFECT OFFSETS 


Here’s another big reason why you 
find electricians and contractors so 
interested in Owning a GREENLEE 
Bender... 

“Accuracy in offsetting is one of the 
big features we like in the GREENLEE,” 
reports Perry Electric Company of 
Hartford, Connecticut. 

“On a sixty-foot tunnel job with a 
series of complicated bends, for exam- 
ple, we saved a lot of time with our 
GREENLEE. Compared with old meth- 
ods of conduit bending and installa- 


tion, the work goes six times faster,”’ 


GREENLEE 


YOUR SALES OPPORTUNITIES WITH 


Hydraulic Conduit, Pipe and Bus-Bar Benders 
Pipe Pushers «+ 
Cable Pullers + 
Bits « 


Spiral Screw Drivers « 


Bit Extensions * Draw Knives 


112 





Steel and Copper Tube Benders « 
Knockout Punches and Cutters 
Automatic Push Drills « 


Chisels and Gouges * 





continues the report from this user. | 

Point out these facts and the other | 
important GREENLEE sales points 
when calling on customers. Remember, 
the GREENLEE is one-man-operated to 





quickly produce smooth, accurate bends 
in pipe up to 4%", rigid, and thin- 
wall conduit, tubing, bus-bars. Com- 
pact, portable, easily set up. Get com- | 
plete sales facts today. | — | 


Write Greenlee Tool 


Co., Division of Greenlee —— 
Bros. & Co., 1848 Colum- OM wom, 
bia Ave., Rockford, III. 





THE GREENLEE LINE 


Hydraulic 
¢ Radio Chassis Punches ¢ Joist Borers 


Auger Bits «* Expansive 





And Many More 





APPOINTMENT of J. G. Rainey as 
sales manager of Moe-Bridges Corp., 


Sheboygan, Wis., was made recently by 
M. B. Deutsch, vice president. Mr. 
Rainey, former merchandising executive 
with General Electric, will have charge 
of the merchandising program for Moe- 
Bridges expanding line of fluorescent 
lighting fixtures and electrical appliances. 





Lenk Mfg. Co. Announces 
Opening of New Offices 


BOSTON—The 
Company of this city recently announced 
the opening of its new executive offices 
and factory at 30-38 Cummington Street 


Lenk Manufacturing 


in Boston. 

The Lenk Manufacturing Company’s 
plant in Newton Lower Falls, Mass., 
was damaged by fire on October 3, 1946. 
Twenty-three days after the fire, the com- 
pany had set up temporary quarters and 
was back in production. 


Lighting Manufacturer 
Names District Managers 


Manufacturing Corpora- 


Illinois, manufacturer of 


The Electro 
tion, Chicago, 


lighting equipment, recently announced 
two new additions to its field sales or- 
ganization. 

G. G. Harney, 
Miller Company, 
been appointed district manager in the 
Carolinas and Virginia. Mr. Harney has 
many years of experience in the lighting 
field, beginning initially Interna- 
tional General Electric. He is 
nized as an authority on textile mill light- 
ing and has done a great deal of this 


with the 
Conn., has 


formerly 
Meriden, 


with 
recog- 


work 
South. 
W. F. 


during his many years in the 


Schiefelbein is the new Electro 
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district manager in Minnesota, Iowa, 
Western Wisconsin and the Dakotas. He 
was formerly associated with the Gray- 








bar Electric Company of Minneapolis and 
is recognized by architects and contrac- 


every season 


BURGESS 


tors as a specialist in both industrial and 
commercial lighting. 


OBITUARIES 





W. Herst 


William Herst, 59, of 1236 Madison 
Park, Chicago, died suddenly on July 12, 
1947, at the Ravisloe Country Club, 
Homewood, Illinois. Mr. Herst started 
in business over 40 years ago with the 
old Peerless Light Company, manufac- 
turers of gas mantles and later electric | This fall and every season means battery business for Burgess dis- 
lighting fixtures and electrical specialties. | tributors. And fall means these two big battery markets: 

At the time of his death he was presi- | : 
dent of The William Herst Company, | 1. Farm Battery 2. Portable Radio Battery 
secretary of the Co-op Electric Supply 
Co., and secretary of the Allen Merchan- 
dising Corporation. 

He is survived by his wife, Blanche; | The Farm Market: 
a daughter, Mrs. Elaine Levis; two sons, 
Stuart and James; a brother, Abe Herst 
of Peerlite Mfg. & Supply Co., San Fran- gess a favorite on farms—for 
cisco ; and two sisters, Mrs. R. Unger and radios, flashlights, lanterns. Get 
Mrs. J. Buchsbaum. 





Farm Radio A&B 


Recognized quality makes Bur- 


! 


stock in now on all these pop- | Klawhily Ignition Battery = 
; for General Farm use 
ular items. eles 
Standard Flashlight 
Battery 





Camera Type Portable 
Battery 


The Portable Radio Market: 
Back to school means more port- 
able radio battery sales. Outdoors 
—at the game, on the picnic—the 
radio goes along. 

Be sure your stock of portable 


THIS AND THAT 





ee 


Meetings 








Second International Lighting Exposi- | eae, pony en iia batteries is complete for this fall 
tion and Conference will be held at the | trade. 
Hotel Stevens, Chicago, Ill., Nov. 3-7, | Use our FREE Order-Getters 
1947. FREE mail-order blanks! Ask your dealers for orders— 
Illuminating Engineering Society holds | and get them! An easy to use order form covering all the 
its National Technical Conference Sept. popular items for this big fall season is furnished FREE 
15-19 in New Orleans, La. with yournameandaddressimprinted. Order stock now. 


Second National Farm Electrification | 
Conference will be held Oct. 7-8, 1947, | 
at the Claypool Hotel, Indianapolis, Ind. | 





es BURGESS °° 


— 1S THE COMPLETE QUALITY LINE 

Robot Barbecue Grill | 
A robot grill that does everything but > 
butcher is recommended for the “easy- 
does-it” barbecue enthusiast. While an e 


electrically-powered spit is turning, an 





automatic device switches on an electric Portable Radio 
pump that sucks the gravy from the drip- 
ping pan and squirts it up through a 
tube to baste the meat. The non-energetic 
enthusiast’s only task is working up an 
appetite. 
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few minutes. All it takes is a screwdriver! 
Complete with receptacle, two 5-foot chains, 
“S” hooks and cord clips. Fits standard 4” or 
314” outlet box or plaster ring. Self- 
grounding — regular 2-wire cord and 


$] 65 
plug may be used. 


each list 
Day--Brite Lighting, Inc., 5405 Bulwer Ave., St. Louis “ 
7, Mo. Nationally distributed through leading elec- 
trical supply houses. 
In Canada: address all inquiries to Amalgamated 


Electric Corp., Ltd., Toronto 6, Ontario. 
*Patent No. D-141024, others pending. Underwriters approved. 


Just connect wires, screw to outlet box and 
your chain suspension fixture is hung — in a 




















E-M-T CONNECTIONS IN A FEW SECONDS! 
With B. M. Fittings 


TWO QUICK SQUEEZES give you Finer. f 
Faster Conduit Connections. B-M Fittings 
do away with the twisting, turning and 
tightening of nuts and save you valuable 
time and materials. Then too, they are Clayton Mark & Co., Evanston, Ill 
stronger, neater and much easier to work Clifton Conduit Co., Jersey Cy., N.J 
with in tight places. Start using B-M Gen. Electric Co., Bridgeport, Conn 
Fittings today. Have more satisfied cus- The Steelduct Co., Youngstown, Ohio 
tomers—more profits from each job! en Meee, PANE, Tuan 
(All B-M Fittings carry the Underwriters ee oe 

Seal of Approval) 


DISTRIBUTED BY 


The M. B. Austin Co., Chicago, Tl! 











eee 



















No Fun for the Passengers 

The Pacific steamship “Columbia” was 
fitted with incandescent lamps as early as 
1880, but the stateroom passengers weren't 
permitted to manipulate the new-fangled 
lights. Encased in heavy globes, the lights 
were connected to wooden switches out- 
side the cabins and were turned on and 


off only by the steward 


key. 


who carried the 


**Acid” Electron Tube Test 


Electron tubes are subjected to grueling 
vibration tests before they are released 
for service. At one electrical manu fac- 
turing plant a special machine yanks the 
tubes back and forth 25 times a second 
for 100 hours. 


Delicate Measuring Device 


One of science’s most trusted aids in 
precision is an electrical measuring in- 
strument that magnifies a surface by as 
much as 20,000 times and can detect 


an imperfection of only five-millionths of 


an inch. 





<g> Hutomatic 


TIME SWITCHES 


of precision 


© Synchronous 
@ Manually Wound 


: Stock Models from 
¢ - 1100 to 4950 Watts 
" per pole. 


cuecx tHe Automatic wine 


For any load. . . for every installation, 
there is an Automatic Time Switch to 
meet the most rigid specification. Com- 
pact, ruggedly constructed Automatic 
Switches have pure silver contacts... 
tamper proof cabinets with visible dial 
...2 to 24 “‘on"’ and “‘off"’ operations. 
For dependable automatic time 
switches specify Automatic. 


Specifications and Information 
Time Switches Progressive jobbers 
Interval Timers have complete infor- 
Poultry Switches mation on Automatic 
Flashers products. Catalog 
Releys mailed direct at your 
request. 


WRITE TODAY! 
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First All-Electric Diner 


The first all-electric diner has been 
designed for the Illinois Central Railroad 
and is. scheduled for exhibition this 
summer. 


The filament of a 60-watt incandescent 
lamp runs a temperature of 4314 degrees 
F.—ten times the heat in an oven neces- 
sary to brown a pie. 


Dust on a light bulb can cut its efh 
ciency by as much as 20 per cent, accord- 
ing to electrical technicians 


City Blacked Out by Moths 


An accumulation of white moth millers 
on the lining of a dynamo’s driving belt 
actually blacked out Pendleton, Ore., for 
two hours one night in 1896. As the 
moths flew in an open window, they were 
sucked into the rotating belt, which was 
dislodged by the resultant moth paste. 


Feller Uses Electric Jacket 


Baseball pitchers, among them Bob 
Feller, the Cleveland Indians’ ace, now 
wear electrically heated jackets to keep 
their arms in condition. 








FLUORESCENT 


BALLASTS 


- - » LOW VOLTAGE 
» » - 4TO0 40 


STANDARD LINE 
“PLUG IN" TYPES 


Competitive Prices 
Prompt Delivers 


Underwriters Laboratory 
Approval 


Quiet — Quality — Long Life 
For original equipment or replacements 


use and recommend SYKES BALLASTS. 


Write for prices and data information. 











SYKES ELECTRIC MFG. CO. 


2143 W. DIVISION ST. 
CHICAGO 22, ILLINOIS 





5418-D 


Quali = 





That 


SELL 


Lighting fixtures trimmed with perforated, embossed and polished 
brass. Completed with beautifully decorated, ceramic fired bent glass 
bowls. Glassware processed with satin smooth velvet-etch finish. All 
edges ground and beveled. 





4000 


Fixtures supplied in four standard sizes also flush—semi-flush— 
and drop. A lighting fixture for every room in the home. 


All fixtures individually packaged with glassware, ready for 
installation. 


Photographs and prices upon request. 


ALINA 


LIGHTING FIXTURE CO. 


476 BROOME ST., N. Y., N. Y. 
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SIGNALING TRANSFORMERS 





For the operation of A.C. 
annunciators, controls, 
horns, recorders, relays, 
etc., requiring greater low 
voltage power than can be 
supplied from bell ringing 
transformers. Designed 
for intermittent duty. 





Covers removed to 
show wiring compart- 
ments for primary and 


secondary circuits. DONGAN ELECTRIC MFG. CO. 
2989 Franklin Detroit 7, Mich. 






_ We Invite 
The Dongan Line Inquiries 
Since Nineteen-Nine 





“Ahoy,” Not “Hello,” in 1878 


“Ahoy,” not “Hello,” was the experi- 
mental greeting used when the first com- 


mercial telephone switchboard and ex- 
change was installed at New Haven, 
Conn., in 1878. It had eight lines and 
served 21 subscribers. 


Ray Lamp Eases Earache 


\ small infrared ray lamp, equipped 
with a headband and adjustable buckle 
to position it, has been developed to 


relieve ear aches and inflammation. 


Spares the Chef’s Tears 


A ventilating hood has been added to 
the electric vegetable chopper to make 
the chef’s life more pleasant. It with- 
draws food vapors and odors—and elimi- 
nates the tears when onions are being 
processed. 


Expanding Television Service 


Termed a stride toward greater tele- 
vision service to the public, a revolution- 
ary video camera has been developed 
that reduces present studio light require- 
ments by 90 percent. 














TRICO ‘steps-up” PROFITS ! 


TRICO Electrical and Lubricating equipment sell 
easily and quickly because TRICO means QUALITY 
with a capital “Q”. You get maximum sales per call— 
steady repeat business—healthy profit margins—100% 
Wholesaler policy. You'll find more satisfied 

customers on your list when you sell TRICO 

—and more profits! 








RENEWABLE FUSES 
LEAK-PROOF AIR GUNS 


FUSE PULLERS 
““ONE-TIME”’ FUSES 
KLIPLOK CLAMPS 
AUTOMATIC OILERS i 


WRITE NOW FOR CATALOG! 














TRICO FUSE MFG. CG. 


MILWAUKEE 12, WISCONSIN 





Insulating and Cable- Pulling 


CUMPOUNDS 


of Record-Breaking Performance 


> 





Minerallac gives you a complete assortment for every 
need: dense, viscous and fluid consistencies for high and 
low voltages in cable-joints, pot-heads, terminal bills, 
distribution cables, street lighting, telephone werk. 
|... Insoluble in oil or water, for all temperatures. 

Clean, safe, economical — outranks all others in quality. 


Send for new literature and prices. 


MINERALLAC ELECTRIC COMPANY 
25 North Peoria Street—Chicago 7, Illinois 


WINERALLAC 


116 ELECTRICAL WHOLESALING—August, 1947 











7,000 Passengers a Second 


At least 7,000 persons board a track- | 
| 
less trolley coach, street car or bus every 


second of the night and day in the United 
States and Canada. 


1927 Television Milestone 
The first television transmission over 
wire circuit, from Washington to New | 
York City, and by radio from Whippany, 
N. Y., to New York City, was dem- 


onstrated in 1927 





Preventing Food Spoilage 
A new-type alarm switch for commer 
cial or home freezers warns of mechani- | 
cal difficulties and provides ample time | 
for emergency repairs before food spoil 


age starts. 


An Electric Egg Cleaner 
PENFIELD, N. \ Among new elec 
trical applications for the farm is a 
device that cleans a dozen eggs at one 
time. Installed on the William Geil 
poultry farm near here, it releases on 


person for other work. 


One Bulb vs. 129 Candles 
The light of a single 100-watt bull 
matches the output of 129 candles. 


WANTED 


MANUFACTURERS 


REPRESENTATIVES 
for COLD CATHODE 
and SLIMLINE 
LIGHTING FIXTURES 





We can supply 


COMMERCIAL 
INDUSTRIALS 
RECESSED UNIT 


Several Territories Open 


GENERAL LITE 


MANUFACTURING CO. 


GIRARD «= «OHO 
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P new “Griction-Set” 









1512 S. Pulaski Road 


PAT 
APPLIED 


FIXTURE HANGER. 
That Adjust With a Twist of the Wrist! 






At last you can get a Fixture Hanger that turns to 
any angle after being screwed to an outlet box, 
Although base and receptacle remain stationary, 
hanger arms may be turned to align with any 
preconceived lighting plan. Exclusive Friction Ring 
firmly holds fixture in selected position. Hanger 
screws on to 3%” or 4” outlet boxes, no other 
fastening necessary. Furnished complete with re- 
ceptacle, two 5’ chains, hooks and cord clips. 


Friction-Set K100 . . . List Price $1.10 
Write for Bulletin K25 


SIMPLET ELECTRIC COMPANY 


3600 West Potomac Avenue e Chicago 51, Ill. 
112 Chariton Street © New York 14, N.Y. 





For any fixture position 





STABLISH YouRSELF AS 


[NT TER COMMUNICATION 
ADQUARTERS 





Make sales hum! Business boom! ... for 
yourself and your dealers with the new se- 
ries of Talk-A-Phone Adv. Mats. They are 
absolutely FREE to you, to your dealers. 





Put these hard working customer go-getters 
to work without delay. They are appeal- 
ingly illustrated ... irresistible attention 
getters ... packed to the brim with what 


it takes to attract volume trade .. . to 
establish you as inter-communication head- 
quarters. 


You can use them effectively in ads, direct 
mail material, in catalogs . . . urge your 
dealers to do the same. 


Don’t wait for trade to come 
to you. Go after it and get it 
with Talk-A-Phone FREE Adv. 
Mats Send today for Adv. Mat 
folder. Pick the mats you want. 
Use them and watch sales in- 
crease. Address Dept. IA. 


Talk-A-Phone Co. 


Chicago 23, I[11. 
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32 WATT 
Circline 
Ceiling 
Fixture 





Streamlined white 
enamel reflecting surface, with satin finished dome. 


MODEL 32C, 110-125 VOLTS, 60 CYCLES, AC ONLY. 


DIA. 131%”, Height 4”. 


Complete with 32-watt G.E. circline fluorescent lamp, ready to hang over out- 
let box. Mounting equipment supplied is sufficient for most installations. 
Easy to keep clean, Shadowless Light. Immediate Delivery. 


OTHER SALEM PRODUCTS 


STRIP—14, 15, 20, 30 and 40 watts. Low and high power factor. Can supply 
deep reflector. WALL BRACKETS—, 8, 14, 15 and 20 watts. Chrome or 
white enamel, with or without off-and-on switch, outlet, deflector. BED 
LAMPS—14 watts. assorted colors. DESK LAMPS—15 watts, single or dual. 
TEXTILE INSPECTION UNITS. 


Salem Manufacture Company 


Tel. 046 4 Jefferson Avenue, SALEM, Massachusetts 
MAKERS OF FLUORESCENT AND INCANDESCENT LIGHTING FIXTURES AND WIRING DEVICES 


| 
| 


CHICAGO TRANSFORMER 


DIVISION OF ESSEX WIRE CORPORATION 
3501 WEST ADDISON STREET - CHICAGO 18, ILLINOIS 








LP LP LP VLPOLP LP LP LP AP AP OLD OLP LP AP OLE AP OAP AP AP AP AP AP APOLP ML LP 





Silver Tops as Conductor 


All metals are conductors of electricity, 
with silver tops. Copper and aluminum 
are the most popular commercially be- 
cause of their low cost. 


Electric Developments 


\ battery device that lights up milady’s 
handbag when it 1s opened. 


\ new-type contact shoe—between lo- 
comotive and power line—that opens the 
way to greater speeds on electrified rail- 


roads. 


A pocket-sized ohmmeter for spot 
checks of electrical equipment. 


A special soap for automatic washing 
machines in hard water regions. 


A flashlight that peers around corners 
—the bulb is mounted in the end of a 
flexible metal tube. 


A new testing instrument that makes 
possible better music from magnetized 
wire records, in homes or theaters. 


A device that insures speedier tests of 


fluorescent lamp materials. 








STAPLES 


for 
FASTENING 
ARMORED AND 
NON METALLIC 
SHEATHED CABLE 





e Round legs for strength 
and driving ease 


e Non - Penetrating flat 
cold forged top 


@ 1%” length for holding 
power 


e Immediate delivery 
from stock 


Write for Samples 
and Prices Today 


SHERMAN MFG. CO., Inc. 


5080 EASTON AVE. 
ST. LOUIS (13), MO. 


REPRESENTATIVES WANTED 











ELECTRICAL WHOLESALING—August, 1947 

















A chemical mixture that doubles the 
capacity of flashlight batteries with no 
increase in size. 


\ pencil equipped with battery and 
bulb to illuminate the writing surface. 


New-type conversion resistors for adapt- 
ing fluorescent lamps to DC circuits. 


A method making possible the taking 
of X-ray motion pictures at normal and 
slow-motion speeds, termed a new aid in 
the study of such subjects as the heart 
and the circulatory and respiratory 


systems. 


A camera combination that can take a 
picture in a millionth of a second and 
30 seconds later project it on a screen. A 
laboratory device, it was designed for the 
study of surges of current on electric 


power lines. 


\n electric knife sharpener that is 
equipped with a guide to keep the knife 
at the correct angle. 


A method of X-raying oil fields by 
remote operation in the research labora- 
tories that is expected to increase the 
yield of the world’s petroleum reservoirs. 







FOR HEAVY 
INDUSTRIAL SERVICE 


FROM STOCK 








3-Conductor Single 
Soldering Angle Conductor 
Lug Pothead Pothead 


Write for a complete selection of 


OUTODOOR-INDOOR 
Dlwortacenl™ 


7 = “ = 
r! \ Tt) t 


@2Oceeee 
LSU UES on 





Each light burns independently. 





ELECTRICAL FE 
SPECIALTIES ENay 





RUSGREEN bulletins 








ENDULATORS (POTHEADS) ALL SIZES * ALL 
SHAPES * ALL VOLTAGES © ALL TYPES 
* BUS SUPPORTS © SPLICING KITS AND 
MATERIALS © INSULATING COMPOUNDS 


2.2 


RUSGREEN MFG. CO. 


14260 Birwood Avenue * Detroit, Mich 
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40 RIVER STREET 


FAST SELLING 
CUMMINS “% INCH 
POPULAR DRILL 








SINCE 1887 








At new popular low prices. 
Write quickly for complete information. 


DEALERS: Order from your Jobber. 


CPclar ELECTRIC co. 


Xmas String o Lights 


with 


SYLVANIA 
FLUORESCENT 
BULBS 


® Long Life ® Cool 


® Glowing Pastel Colors 


NOW for use OUTDOORS 
as well as indoors 


Limited quantity available. 


PAWTUCKET, R. . 





Quick Profits _ 





portable drill 


® Power, lightness and superb balance mean less fatigue. 

®@ Portable, compact — permits finger point accuracy in ALL 
working positions. 

@ Fast contro! switch at thumb tip. 

@ Precision construction — long life — trouble-free per- 
formance. 


Order from your jobber TODAY ! 
CUMMINS PORTABLE TOOLS ! 


Division of Cummins Business Machines Corporation 
4764 Ravenswood Avenue 


| 
| ee 
| 


e Chicago 40, Illinois 













iunance, Vrwved 
SOLAR 
SELES 


FOR ALL STANDARD 


FLUORESCENT 
LIGHTING EQUIPMENT 


Made to exacting specifications, SOLAR Fluores- 
cent Starters are engineered to insure efficient 
lamp performance and are pre-tested in actual serv- 
ice. A twist of the wrist locks them firmly in posi- 


tion for perfect starting contact For new equip- 


ment or replacement 










Prompt - Dependable 
- Quick — "P-D-Q” 
Starters start in one- 
second or less. For 
better performance, 


longer lamp life, less 


maintenance, it’s 
SOLAR “"P-D-Q” 
Starters 


U. L. APPROVED 


STARTER 


SOLAR "Glow-Type”’ 
Starters give dependa- 
ble starting and restart- 







ing in two to three sec- 
onds. Approximately 
6,000 lamp starts per 
starter. Reliable — eco- 
nomical. 


U. L. APPROVED 


SEND DATA SHEET No. B-8B. 


Name 


Street 
City State 


Type of Business 


l 
! 
| Company..... 


SOLAR ELECTRIC CORPORATION 


FACTORY and SALES OFFICES 
WARREN, PENNSYLVANIA 





120 








Do You Know That 


Fifty-three per cent of the nation’s 


| farms now have electric service 


l-lectric transtormers range trom a 


] 


| thumb-size unit of less than half an 


ounce to a 475,000-pound giant as large 


as a six-room house 


Lighting the average home for a year 


f coal at the power 


There are 110,500 miles of trolley 


coach, street car and bus routes in the 


United States, an increase of 2 per cent 
ver 1944 
Kitchen oder vield to the electric fan 
\n exhaust fan set in the window or the 
wall is ideal, but a simple portable fan 
erve I placed t draw the kitchen 
rou an ( yvindow or through 
in pa 
Electron tube manufacturers last year 
produced 205,000,000 radio tubes, 130,000, 


000 of them tor new sets 





ALUMINUM 


Electric Glue Pots 
by 


VULCAN 


ial =, 
Water Jacket Type 
Thermostat Control 


Heavy cast aluminum 
with attached base 


Inside pot or bowl 
also aluminum 


Underwriters listed 
heater cord 
110-125 OR 220-230 VOLTS 

AC O 


DC 
FOUR SIZES—ONE PINT TO FOUR 
QUARTS 


VULCAN ELECTRIC CO. 


Danvers 9, Mass. 





Electric Soldering Tools 
Electric Solder Pots 
Electric Heating Units | 



















ILSCO 


LUGS AND 
CONNECTORS 





SEAMLESS 
COLLARS 
MAKE THEM 
STRONGER 


Also: Note 
These Features: 
STRONGER CONNEC- 
TION .. . because wires 
are wedged into V-bot- 

tom. 

STRONGER GRIP... 

because top pressure bar 

is serrated. 

STRONGER PRESSURE 
. because deep boss 

provides more threads. 





Write for catalog and details. 


COPPER TUBE 
& PRODUCTS, Inc. 


CINCINNATI, OHIO 


















the Setvice line 


« CORDS ... CORD SETS 


specified by top manufacturers of 





LAMPS 
RADIOS 













IRONS 
FANS 
PORTABLE TOOLS 
VACUUM CLEANERS 
REFRIGERATORS 





RANGES 
HEATERS 







WASHERS 
MIXERS 





A full line of Flexible Cords for the 
repair and service industry, obtain- 








able through jobbers and distributors. 





CORNISH WIRE CO., w 





1 Park Row + New York City, 7 
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“YOU'VE GOT 


TOASTSWELL 
TOASTERS? 


OHBOY! 





N thousands of homes throughout 

the country, prewar TOASTSWELL 
Toasters are performing brilliantly. 
Thousands of housewives know oe 


beautiful, efficient TOASTSWELL — 
each eagerly wants one. And now 
you can supply the demand! 
TOASTSWELL is the Fully Automatic, Pop-Up 
Toaster with two automatic controls—a Silent 
Clock and a Thermostat. It makes better, 
more uniform toast, with that delicious 
sealed-in flavor. 

TOASTSWELL Toasters are Nationally- 
Advertised, too — with TOASTSWELL Sand- 
wich Toasters, Food Warmers and Waffle 


Bakers. (Push easy-selling, profit-making 
TOASTSWELL!) a 


THE TOASTSWELL COMPANY 
620 Tower Grove Ave. « St. Louis 10, Mo. 


EITHER WAY you 1ooK AT IT 


“TOASTS. WELL OR "TOAST-SWELL 


August, 

















One electrical manufacturer alone uses 
5,000 different materials in the production 
of electrical apparatus. 
The religious natives of interior China, 


in the 


1880's, strenuously opposed the 

| erection of electric wires and poles be 

cause these devices would cast shadows 
on their hallowed burial grounds. 

Phe electric fan, developed in the early 

1880s, was one of the earliest uses of ths 


electric motor. 





ASSOCIATION NEWS 


| DETROIT—Myron Zucker, chairman 

| of the New Products and Uses Com 
mittee of the Electrical Association of 
Detroit reports that his committe: 
plans in the future “to do even more 


to aid E 
the 
members get products which they need 
but not 
unusual plan but the committee has a 
way of accomplishing it 

At the Past 


AD members. One of the things 


committee plans to do is to help 


which are vet available—an 


President’s Luncheon, 





JACKSON 
QUALITY 


YARDLIGHTS 


No. 8972-8974 


FOR RURAL 
LIGHTING 


#8972 has 12” Porcelain 
Enameled Reflector. 
#8974 has 14” Porcelain 


Enameled Reflector. 


COMPLETELY WIRED 
AND ASSEMBLED. 


For REA Installations. 
® Sold only thru Wholesalers 


® Manufacturers of 
Lighting Equipment 


JACKSON 
ELECTRICAL COMPANY 
$00-810 W. Van Buren St., Chicago 7, Il. 
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Get behind this 
best-engineered tool that 
is setting new performance 
records in bending conduit. 


Hundreds of contractors have set new 
standards on all types of construction 
jobs, lowered their costs, gained valuable 
time with this great conduit bender. .. for 
a Tal machine bends cold, bends true, 
bends conduit to any radius up to90°® in 
one single, uninterrupted operation. There 
is no need to waste time by replacing the 
conduit three to six times. 

With industrial and commercial con- 
struction just getting under way, with res- 
idential work only now building up a 
full load of steam, Tal offers you a money- 
making sales opportunity to build good- 
will among your 
contractor customers 
by demonstrating to 
them a quick, easy 
way to pull down 
costs and make in- 
stallations go easier 
and faster. Write 
today for complete 
information. 


















Electrical Div., EW-8, Milwaukee 2, Wis. 
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Yew WEAVY DUTY 


WH-SHOR 


CONVENIENCE OUTLET 








Protection for 
home, office 
and factory 


1. Insert plug 


2. Quarter 
turn to 
right 


3. Push in 


When plug is 
withdrawn _ro- 
tary cap snaps 
shut — prevent- 
ing insertion of 
all foreign ob- 
jects. 


NO-SHOK, THE ONLY “LIFE SAVING” 
CONVENIENCE OUTLET. 


Acclaimed by the public, preferred by 
the contractors and dealers. 


Proven the greatest single improvement in 
its field. 


Only in NO-SHOK will you find all this: 
thick double walls of bakelite separating 
and insulating heavy duty terminals—life- 
time spring action—firmer plug grasp, posi- 
tive contact at all times—plaster ears and 
twin binding screws for easier wiring. 


Feature NO-SHOK ! 


SAFE—DURABLE—CONVENIENT 
NO-SHOK SELLS ON SIGHT 
Packed in sales-appealing display carton 
FREE advertising material furnished. 


Write for complete literature and discounts 
Sold only through recognized Wholesalers. 
Inquiries invited 





- 


“a 
a4: 


BELL ELECTRIC COMPANY 


1844-50 W. 2lst STREET: CHICAGO 8 
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Arthur Jones, past president of EAD, 
was spokesman for the wholesalers. In 
his speech he told how important the 
wholesaler really is—that he covers 
four important operations: warehous- 
ing, credit information, banking and 
financing. 

The Association informed its mem- 
bers on PL=PL (Planned Lighting 
Equals Profit Lighting) by printing in 
its Electrogram a discussion of PL=PL 
by C. C 
Planned Lighting Committee. 


Munroe, chairman of the 


NEW ORLEANS—At a recent meet- 
ing of the Electrical Association of 
New Orleans, arranged by the Re- 
frigeration, Air-Conditioning and Ven- 
tilation Division, members of the Home 
Service Groups of New Orleans Pub- 
lic Service Inc. and Louisiana Power 
& Light Co. served a complete dinner 
of frozen foods. This was followed by 
a frozen food demonstration, given by 
Miss Vivian Marshall, Home Service 
Director of Public Service. 

Geo. J. Segel, at the committee's 
request, spoke on the subject “Freezer 
Sales Possibilities.” 

At the Executive Committee lunch 


TO REEL OR UNREEL 


Tn ASIEST way 





WHATEVER YOU USE ON A REEL... 
WIRE, CABLE OR ROPE. SAVE TIME AND LABOR WITH 


ROLL-A-REEL 






Portable 
Lightweight 
Slanted front 
Positive front lock 
Ne jocks needed 
Adjustable slots for many widths 


TAKE IT TO REEL, 


wa — STORAGE OR JOB 
\ Style A: 
4 2,000 Ibs. cap. 
37.50 
Style B: 


a 4,000 Ibs. cop. 
SS 75.00 
Y f. o. b. Cincinnati 
ASK FOR DETAILS 


ROLL-A-REEL 


IMMEDIATE DELIVERY 


327 WEST FOURTH STREET 
CINCINNATI 2 OHIO 

















ronco has what it 
takes to meet your 
toughest requirements. 
You can be sure of 
maximum performance 
—with Bronco. 


WESTERN 
INSULATED WIRE CO. 


1001 E. Sixty-Second St. 


Los Angeles 1, California 
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COLD 
CATHODE 
LIGHTING 
INFORMATION 














yy at 
FOR 


LIGHTING 
SALESMEN 
CONTRACTORS 
ARCHITECTS 
ENGINEERS 

















Let this technical data and printed 
material help you to specify and 
sell Better and More Dependable 
lighting installations. 


Stmteas iy 
— INES COmy 
me (ar orarie 
weg ATOR 





For commercial or 
industrial installations 


“COLOVOLT 


Cold Cathode Low Voltage Light- 
ing offers these extra advantages 


e Longer lamp life...one year guaranteed 


e Lower maintenance cost per foot candle 
of light 


e Minimum interruption of important 
production jobs 


e Instantaneous starting without trouble- 
some Starters 


e Engineered for individual or line lighting 


Write for \Wiustrated Material and Technical Data today? 


Architectural and 
Engineering Files 
for 1947 





*Trade Mark Registered U.S. Pat. Off. 


GENERAL 


LUMINESCENT CORP. 


eon held recently at the St. Charles 
Hotel, Chairman Otto Kaelin reported 
on the extensive adequate wiring pro- 
@ram which had been under close study 
by his committee. Mr. Kaelin after 
giving a brief outline of what had been 
under consideration, called on Geo. J. 
Segel to present the Plan, as_ recently 
developed. 


MINNEAPOLIS—tThe ninth and last 
in a series of area meetings was the St. 
Cloud meeting sponsored by North 
Central Electrical Industries, State 
Board of Electricity and Minnesota 
Electrical Council to promote the Na 
tional Adequate Wiring Program, ex 
plain changes in the 1947 National 
Electrical Law, and present the busi 
ness possibilities of modern store light- 
ing. The total attendance was 825. 

At a meeting of the Board of Direc- 
tors of the Minnesota Electrical Coun- 
cil, John E. Julsrud of Minneapolis was 
named manager of the Council effective 
June 26, 1947. William A. Ritt, who has 
been secretary of the Council since it 
was organized in 1933, will continue in 
that capacity on a part-time basis to 
assist in planning for the growing needs 
of the Council. 


NOW! SELL FAST CUTTING 


ROTARY MASONRY DRILLS 





* Cut Holes 4 Times Faster 
* Stay Sharp Up to 50 Times 
Longer 
* Drill Concrete, Brick, Plaster, 
. a 
:: @ Fit Any Rotary Drill, Drill 
7 Press or Hand Brace 





@ Offered at the lowest prices in history 
and advertised to a market of millions, 
new Carboloy* Masonry Drills represent a 
booming market for aggressive merchan- 
disers. No other masonry drill can match 
its advantages in design, durability. The 
construction rush isn’t coming—tt's here! 
Cash in now on Carboloy’s profitable re- 
sale plan. Send for details today! Carboloy 
Company, Inc., 11127 E. 8 Mile St., 
Detroit 32, Mich. 








15 POPULAR SIZES 


ASK ABOUT SPECIAL 
6-DRILL SET 
36's Ye", 5A6s 
34", 14", AND 54” 
IN FREE CANVAS KIT 
$13.70 














Solid round shank tipped with 
Carboloy Cemented Carbide — 
hardest metal made by man, 





There’s time-delay on my 
circuits, mister! Maximum 
time-delay in the inrush cur- 
rent ranges where most need 
ed, and maximum protection 


in the overload zone! 





It's done with the new 
SHAWMUT RENEWABLE FUSE; 
only 19 parts, each inter 
changeable and every one re- 
newable; no rivets; many 
other advantages. The neatest 
fuse ever made. Ask about 


(JFime-delay 





THE CHASE -SHAWMUT COMPANY 


NEWBURYPORT, MASSACHUSETTS 


Please send me the details on your 


new T-D renewable fuse 





6 48S. FEDERAL STREET + CHICAGO 5, ILLINOIS 


CARBOLOY* MASONRY DRILLS 


CEMENTED CARBIDE 
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FUSIBLE 


TRIPLOC 


plugs and 
receptacles 








Fusible contact unit 
assembly, 3 wire, 4 
pole, for three 30 

. 250 v. cartridge fuses or fuse- 
an a9 Also 2 wire, 3 ohoans (2 fuse) type 
for universal too 


Connector bodies 


u 


| 





Fusible plug 


‘he use of fusible Triploc plugs 
on extension circuits will auto- 
matically isolate a defective tool 
or device without interrupting 
service to other equipment. This 
protection is especially valuable 
on production lines using num- 
bers of portable tools. Triploc 
plugs and receptacles are heavy 
duty types to withstand hard 
use. 

types 
cable connectors, and recepta- 


The complete range of 
includes fusible plugs, 


cles in many housing types with 
conduit fitting bodies in stand- 
ard styles and sizes. Consult 
your Pylet catalog for complete 
listings of all types. 


1897 e@ FIFTIETH ANNIVERSARY @ 1947 


THE PYLE-NATIONAL COMPANY 


1352 N. Kostner Avenue, Chicago 51, Illinois 
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MORE FACTS 





ON PRODUCTS 


Commercial Electric 
ment—A 64-page manual, “How You 
Can Sell More Commercial Electric 
Cooking Equipment,” has been pub- 
lished for the one “of restaurant 
equipment salesmen by Electrical In 
formation Publications, Inec., 124 §S 
Carroll St., Madison 3, Wis. A special 
the chapter on 

The manual 


Cooking Equip- 


feature of the manual is 
restaurant kitchen layout 


sold 


at $2.50 per copy. 
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Electronic Parts 
on electronic 
tributors and 
been published by 
sion of Gener: il 

Department, 
the specifications, 
on 16 parts in the 
sistors, controls, 
luctance pickup 
some of the 


\ 24-paye 
parts, ESD-93, for dis- 
radio servicemen, 
the Specialty 
Electric’s 
Syracuse, N. Y. It lists 
and other data 
Division’s line. Re- 
antenna, variable re- 
and loud speakers are 
parts described. 


price, 


Wnesntion ? ELECTRICAL WHOLESALING 





Mfr. Wants 
Reputable Representative 


handle the Edon Ad- 
justable Lamp for on 


lo 100% 
mounting 


benches, machines. etc. 


No objec- 
tion to non-competitive lines. 
sure 


Be 
Pitts- 
. Kan- 


to advise lines carried. 


burgh Cincinnati 


sas City and Minneapolis. 


. Cleveland, 


Frank Campbell, Sales Mgr. 
Indiana Metal Products Corp. 
919 N. Michigan Ave., Chicago 11, Ill. 


1 1 } 
brocnure 


has | 
Divi- | 
Electronic | 








DIRECT 
FACTORY REPRESENTATIVES 


Chicago Manufacturer desires 
additional representatives for all 
territories to establish contacts. 
WITH ELECTRICAL WHOLF- 
SALERS ONLY. for an accepted 
line of Industrial Commercial 
Fluorescent Lighting Fixtures. 
Lines now carried must be allied 
and non-conflicting. Give com- 
plete details of territory covered 
and experience. Box * 1511. 
ELECTRICAL WHOLESALING 
330 W. 42nd St., New York 18, N. Y. 


aatiiniainnhamiaenel 
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ee 


IVS 











Really new! No more 
standing on chairs 
when resetting. Why 
risk broken limbs? 
With a cord or 
hooked stick, just a 
4" pull on the little 
ring and the minute 
hand goes 300 times 
faster. Sets clock for- 
ward 1 hr. in only 12 
seconds. 


















Reflectionless 14” 
dial; spun aluminum 
case, polished, or 
baked enamel in 
white, black or ma- 
roon; dustproof and 
washable. 


Rugged self-starting 
synchronous motor; 
built for long service 
and reliability. 110 v. 
60 c. A.C. Priced from 
$15 list. 





TORK 


CLOCK C0. 


NEW YORK 


MT. VERNON 
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| Bactericidal Units—Bulletin No. 147-G | 
Ls contains illustrations, descriptive data, P a 
| | specifications and some suggested ap- Ys - AVE" 
plications of the portable and perma- 
nent type of bactericidal units manu- 


factured by Bright Light Reflector Co 
| Fairfield and State Sts., Bridgeport, 
Conn. 

5 
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Fittings—Bulletin 2596, published by 
Crouse-Hinds Co., Syracuse 1, N. Y., 
points out the changes made in Article 
500 of the 1947 edition of the National 
Electrical Code. The company has 
noted that certain locations not nor- 
mally hazardous are now recognized in 
Article 500 as those which may become 
| hazardous because of unexpected and 
| unusual circumstances. Article 500 , 
classifies various locations into two di- ite 
| visions. In Division 1 are the require- 
| 








ments for the normally hazardous lo- 
? 


cations; in Division 2 are _ the | 

requirements for the lesser hazardous N EW 
| locations. Bulletin 2596 examines each 
| provision of the Code, class by class 
| and division by division. Along with the $ 2 af 0) 0) @) 0 Oo Oo Oo 

ee seaeipek - ? ? 
; : | description and discussion of Article 
This handsomely printed and 500 of the 1947 Code, the bulletin shows 
a | illustrations and suggests various types MAR K ET 

entertainingly written history of condulets which are suitable for 
several classes and divisions. 





of the fuse, fully illustrated ; (Most Spectacular Development fer the 


the only book on the subject | Home Since the Radio) 
in print! Sent to you, without | Wimention  ” ELECTRICAL WHOLESALING 
obligation of any kind, while | ‘Get In On the Ground 





the edition lasts — and it is | Floor with Fastest Selling, 
Feature 


CANDLE FLAME/|High-Profit Item in the 


LAMPS to Increase Field. 
Bulb and 
Fixture 
Sales 


Candle Flame Lamps are 
popular for candelabra 
and crystal fixtures. Live- 
ly turnover—with good 
profits. 

| Nationally Advertised 


NORTH AMERICAN 


limited — for your inquiry 
about the new Shawmut re- 
newable fuse : 


| The most effective, economical air purifier 
| known to science. Sixty-four million homes 
| have been waiting for this low-cost, port- 
able unit. 





| PUROZONE attacks and eliminates odors 
nature’s way. Floods the home with fra- 
grant, purified, mountain-like air containing 
150°, more oxygen. Recharges stale, used 
air with vital, health-building PUROZONE 
that actually increases vitality . . . relieves 
hay fever sufferers ... helps prevent colds. 


L Oo Oo K T Oo : am | Low initial cost and minimum operating 
expense (unit actually consumes one-half 
SHAWMUT FOR : 


WA N T . D | the current used in electric clocks) sells con- 
sumer immediately. 
LEADERSHIP 


g e p resen ta t i ves NATIONAL ADVERTISING PROGRAM WILL 


TELL AND SELL THE CONSUMER FOR YOU! 





ri 





1034 TYLER ST. ST. LOUIS 6, MO. | 





(Jime-delay 











THE CHASE -SHAWMUT COMPANY 


NEWBURYPORT, MASSACHUSETTS By manufacturer of com- DISTRIBUTORS, JOBBERS, DEALERS 
. ° 7 
Please send me THE FUSE, ITS STORY plete line of unwired flour- —Some PUROZONE Franchises are 
and details en your new escent fixtures. Most ter- | still available. Send for full par- 
T-D renewable fuse ritories open. State pres-_ || 


| ticulars and merchandising plans. 
ent lines and areas covered. 


7 nox 428 PUROZONE 


1474 Broadway, N. Y. 18, N. Y. 
Fee ee ee ee eee ee ee ee eee eee AIL ALBEE IIE ELIS 


COMPANY 
3254 Lincoln Ave., Chicago 13, Illinois 
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THIS MONTH SELL HER 
THE VENTILATION COMFORT OF THE 
CLIPPER CEILING BLOWER 


Every kitchen is hottest in midsum- 
mer. Show the housewife how she 
can keep it C-O-O-L and clean with 
a Clipper and you'll cash in Right 
Now on this profitable business. 

These patented small room venti- 
lators are specially designed for home 
kitchens, bathrooms, dens. .. as well 
as for ticket booths, X-ray rooms, 
toilets, clinics—in fact any small 
room. They are mounted in the ceil- 
ing between joists and vented out- 
side—they trap and expel unwanted 
air, heat and odors the instant they 
rise. Only an inconspicuous “drip- 
less” ceiling grille is visible, yet mo- 
tor and blower assembly are instant- 
ly removed without tools for service. 

Unlike any other equipment, the 
Clipper Blower is a complete pack- 
aged ventilator in which the motor 
is entirely removed from the air 
stream—away from all contaminated 
air. This means greater efficiency, 
longer life and easier servicing. 

if you do not stock the Clipper, write us. We 


have a factory representative near you who will 
tell you about our Jobber Co-operative Plan. 





Only the Clipper has this patented inner 
wall construction. Hot, greasy air never 
contacts motor or wiring. This means a 
cooler, longer-life motor, less service and 
more satisfied customers. 


TRA DE-WIAD morons. ne 


5721 SO. MAIN ST., LOS ANGELES 37, CALIF. 
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| Fluorescent Fixture—Bulletin No. 447- 


| pension or surface mounting. In 


FV describes the first of a new line of 
fluorescent fixtures of the Bright Light 
Reflector Co., Fairfield and State Sts., 
Bridgeport, Conn. This unit, “The 
Vanguard,” is designed for either sus- 
the 
bulletin specifications are listed and 5 
installation steps are suggested. 










When writing ELECTRICAL WHOLESALING 


No. 
data 
precipitator 


Dil. 
and 


Home Precipitator—Bulletin 
P-509 supplies descriptive 
illustrations of the home 
manufactured by Raytheon Mfg. Co., 
190 Willow St., Waltham, Mass. In- 
cluded in the bulletin is a brief analysis 
of the ABC’s of electronic dust precipi- 
tation. 


Miercntion ? ELECTRICAL WHOLESALING 





Modern Kitchen Planning—A _ four- 
page illustrative folder describes the 
built-in electrical range manufactured 
by Thermador Electrical Mfg. Co., 
5119 District Blvd., Angeles 22, 
Calif. The folder lists its features, 
gives specifications, and contains typi- 
cal electric range installation sketches 
in modern kitchens. 
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Los 














WE WANT TOP GRADE 
MANUFACTURER'S 
REPRESENTATIVES 


Old established manufacturing firm, well rated 
and successful in it’s line, has several exclusive 
territories available for aggressive sales repre 
sentation 

Line is complete—both industrial and commercial 
fluorescent fixtures as well as the widely pub- 
licized CIRCLELINE fluorescent fixture 


Contacts are almost exclusively with Electrical 
Wholesalers and Distributors 
This is an excellent opportunity for men who can 


deliver an active and effective type of aggressive 
sales representation 
Tell us your story 


Harvstone Manufacturing Co., Inc. 


Whiting, Ind. 




















Established 


WEST COAST MANUFACTURERS 
REPRESENTATIVES 


With large following of job- 
bers, desires additional lines 
of following: Wiring De- 
vices, Wire, Electrical Fit- 
tings and Outlet Boxes. Will 
give aggressive and experi- 
enced representation on en- 
tire West Coast territory. 
Warehouse space available. 


Box 1452, Electrical Wholesaling 
68 Post St. San Francisco 4, Calif. 
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CLAY PRODUCTS CO. 


1549 EAST FIRST ST. 
SANDUSKY, OHIO 
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| Fluorescent Starters—A folder, de- 
| scribing and illustrating the Magno 
Tronic Dual Silver Point fluorescent 
| starters, has recently been published by | 
| Industrial Electronics Corp., 80 Bank 
| St., Newark 2, New Jersey. 


cofitobl? 
rico! 


\ P 
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TO WIRE 





Showcase Fluorescent Fixtures—A 4- 

page bulletin, published by Artcraft 
The PaS-DESPARD Way | Fluorescent Corp. 248-274 McKibbin 

St., Brooklyn 6, N. Y., contains speci- 
fications, list prices, and diagrams of 
showcase fluorescent lighting fixtures. 
It also illustrates the various types of 
show case mounting clips, fittings, and 


parts. i 
Se 
‘ete, 


when we'd ELECTRICAL WHOLESALING SOLDERING 
IRONS 


that are sturdily built 
for the hard service of 
industrial usage. Have 
plug type tips and are 
constructed on the unit 
system, with each vital 
part, such as heating ele- 
ment, easily removable and 
replaceable. In 5 sizes, and 
from 50 watts to 550 watts. 










hey re 
INTERC 








Voltage Control—An illustrated 12- 
page bulletin on voltage control has | 
been issued by the Superior Electric 
Co., 83 Laurel St., Bristol, Conn. Bulle- 
tin No. 547 features the latest develop- 
ments in powerstat variable  trans- 
formers and stabiline automatic voltage | 
regulators and is complete with rat- 
ings, detail drawings, photographs, and 
performance and engineering data. 


when werd ELECTRICAL WHOLESALING 





WITH EVERY SWITCH 











Why limit the usability of an 
electrical outlet by installing 
one old-fashioned device to a 
gang? With the flexibility of 


the P&S-Despard Line, literally 
thousands of practical com- Fl UXES 
binations can be installed in S OD ER S 


° | . a 
single switch boxes — two or for EVERY SODERING 


Bi ltitagcritie 








TEMPERATURE REGULATING STAND 


This is a thermostatically con- 


three switches — switch and 


BRAZING e WELDING NEED trolled device for the regulation 
outlet (or outlets) — pilots, night of the temperature of an electric 
. : L. B. ALLEN Cco., Inc. soldering iron. When placed on 
lights. Make ne electrical | 6701 BRYN MAWR AVE. and connected to this stand, iron 
outlet do double or triple duty | rod iloy \clo me mm a may be maintained at working 





temperature, or through 
an adjustment on bot- 
tom of stand, at 
low or warm 
temperature. 









— create a wiring job that is _ _ ; 


practical for the customer — | LIGHTING 
profitable for you. 
FIXTURES WANTED 


Send for complete information, A Swedish manufacturer of 
tubular (fluorescent) light- 
ing fixtures is interested in 
representing an American 
manufacturer in that field. 











If interested please address For further information, write 


MR. LENART RYDIN 
C/o LAMPION, A. B. 
Hamngatan 22, Uppg a, 


Stockholm, Sweden | 


AMERICAN ELECTRICAL 
HEATER COMPANY 


PASS & SEYMOUR, INC. 


SYRACUSE 9, NEW YORK 


DETROIT 2, MICHIGAN 
St ielelitial-te Mem Roh a-' 
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A NEW FUSE! 
SIMPLE AND 


PRECISE 


EACH PART 


INTERCHANGEABLE 
AND EVERY ONE 


RENEWABLE 


NO RIVETS 


AND MANY OTHER 
ADVANTAGES 





Please send me the details on your 
new T-D renewable fuse 





(Jime-delay 





THE CHASE -SHAWMUT COMPANY 
NEWBURYPORT, MASSACHUSETTS 











ADVERTISERS’ INDEX 


Meee Tees Cis «ccc cccces 44 
Acme Electric Corp........... 32 
| Adam Electric Co., Frank...... 17 
| Aetna Lighting Fixture Co...... 115 
Pe a, I, Bk Be ok ce sce as 127 
All-Piastic BMife. Ca... ...2s0ee. 34 
All-Steel Equipment, Inc....... 28 
American Electrical Heater Co... 127 
Anaconda Wire & Cable Co..... 56 
Appleton Electric Co.......... 65 
Arrow-Hart & Hegeman Electric 
Rs Sa aie aU Ae ak ew ocece nee 52 
PE Siig Be as ot ene ew eau 39 
Automatic Elec. Mfg. Co....... 114 
ee ee eee 122 
Benjamin Electric Mfg. Co..... . 35 
Briegel Method Tool Co........ 114 
Bryant Electric Co. ........... 37 
Bull Dog Elec. Prod., Ince.....62, 63 
Burgess Battery Company..... 113 


Bussmann Mfg. Co. Back Cover 


Cannon Electric Development Co. 111 


OE Fee re ee 123 
Certified Ballast Mfrs. ........ 94 
ee ee, ee 88 
Champion Lamp Works........ 42 
Chase-Shawmut Co., The....... 
Lge ig A Tae S . 123, 125, 128 
Chicago Transformer Corp..... 118 
| i MR MEMS dain a paid meee 99 
Conduit Pipe Products Co...... 12 
Cornish Wire Company........ 120 
Crescent Ins. Wire & Cable Co.. 110 
Crouse-Hinds Company........ 45 
Cummins Portable Tools....... 119 
Cutler-Hammer, Inc. .......... 31 
Day-Brite Lighting, Inc...... 24, 114 
Dongan Elec. Mfg. Co......... 116 
Economy Fuse & Mfg. Co...... 1 
Electromode Corporation ...50, 51 
Enameled Metals Co.......... 38 
Federal Elec. Prod. Co......... 66 
ees I, Gi oe ee wees 109 
Gedney Electric Co. .......... 108 
General Day-Lite Co. ......... 27 
General Electric Co. 
(Apparatus Dept.) ...... 13, 29 
General Electric Co. 
(eS. eee eee 2, 3 
General Lite Mfg. Co.......... 117 





General Luminescent Corp..... 123 


Goodrich Chemical Co., B. F.... 47 


Goodrich Electric Co.......... 107 
Geeemioe Teel Cas... scccccccs 112 
Harvstone Mfg. Co.. Inc........ 126 


Hazard Ins. Wire Works Div... . 38 


Ideal Industries, Inc. ........ 7, 106 
Ilseco Copper Tube & Products, 
SRO eer er Tee ee 120 
Indiana Metal Prod. Corp...... 124 
Jackson Electrical Co. ........ 121 
Bemeweete Bee. Gis 6 sk csics oes 60 
EE era ar 14 


Killark Elec. Mfg. Co.......... 46 
ee Fe eae 104 
Knight Electrical Prod. Corp.... 105 
Leader Electric Company...... 
xchat ® Simin a atath Inside Front Cover 
Listotion Co., Tine... ccccess 21 
Een RG. nc eh cer ccnees 10 
Miller Electric Co. ........... 119 
Minerallac Electric Co......... 116 
Co Pee 36 


National Electric Products Corp.. 41 
Noma Electric Corp......... 58, 59 
North American Elec. Lamp Co.. 125 


Okonite Company ............ 8 
O. Z. Electrical Mfg. Corp...... 30 
Paige Electrical Mfg. Corp...... 101 
Paranite Wire & Cable Corp.... 25 
Pass & Seymour, Ime. ..... «+++ 127 
Penn Union Electric Corp...... 1] 
Pittsburgh Reflector Corp...... 49 
Plymouth Rubber Co.......... 

Seiad elaine ace a ae ac one are Inside Baca Cover 
2 eS eee eee 18 
NS Pre ee 125 
Pyte Matiomal, Tre. . 2.22 scecc 124 
SNE WIN OM 65's) ns wo ee oo bis 102 
Remington Rand, Inc.......... 15 
Republic Steel Corp........... 48 
IE PEP Ce ee 122 
Rome Cable Corp. ........... 33 
Royal Electric Co. ..... cece. 70 
Rusgreen Mfg. Co. ........... 119 
Russell & Stoll Co., Inc........ 103 
a ee ee 118 
Sangamo Electric Co.......... 16 
Sherman Mfg. Co., Inc......... 118 
Simplet Electric Co............ 117 
Slater Elec. & Mfg. Co., Inc..... 100 
Solar Electric Corp......... 23, 120 
Spang-Chalfant Div. of the 

National Supply Co. ........ 26 
Square D Company........... 4 
Steel & Tubes Division........ 48 
Symes Elec. Mite. Gon. ...cccesis 115 
Sylvania Electric Prods., Inc..9, 19 
Talk-A-Phone Mfg. Co......... 117 
Tal’s Prestal Bender, Inc...... . 121 
Thermador Elec. Mfg. Co....... 43 
Thomas & Betts Co........... 6 
co. ee 121 
po SE err 124 
Trade-Wind Motorfans, Inc..... 126 
Toe Buse Mis. Cae. occ sccsiccs 116 
Trumbull Elec. Mfg. Co........ 22 
United States Rubber Co....... 72 
Universal Clay Products Co., The 126 
i. A? rrr 68 
Welonm Bieetete Ga. occ ccc cs 120 
We CE. ioc a daweeees 20 
Western Insulated Wire Co. .... 122 
Westinghouse Electric Corp. 

ee 54, 55 
Wheeler Reflector Co.......... 40 





ELECTRICAL WHOLESALING 





August, 1947 














“) Pre hs 6 pt. 


ae a 








ae net pee: eo Ae MO AD NE IRE SA RR CN ENR 


THIS MESSAGE TO FUSE USERS 
CAN HELP YOU SELL 


Unnecessary interruptions of electrical service caused 
by needless opening of protective devices has, in the 
past, been a serious problem with many industrial and 
commercial users of electricity. 

The briefed up ad alongside indicates how users are 
being shown through the pages of trade and industrial 
magazines how they can solve this problem. 

By keeping this message in mind when calling on 
fuse users, you can capitalize on the ground work that 
these messages are doing to help you sell Fusetrons. 

# Remember, too, that the BUSS Bulletin in your 
Ke tO". | binder gives you a complete sales talk to help you 


<3 yar" > > > 
ovens | close the sale. 
> 
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Bussmann Mfg. Co., St. Louis 7, Mo. 
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